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Here's ONE piece of hardware 























...exclusive with Vddonal 


A dead bolt and chain door fastener 
combined, all in one attractive unit of 
extruded brass. When bolt is in normal 
position, it is a positive dead bolt. 
Reversed, it becomes a chain door fas- 
tener. When not in use, bolt is stored 


+ * & 
a 


in convenient holder on door casing. 

This No. V-837 Dead Bolt and Chain 
Door Fastener is another example of the 
quality and value that has made National 
hardware the choice of better builders 
for over 60 years... ask for it by name. 


NATIONAL MANUFACTURING CO. 


16105 First Ave. 


Sterling, Illinois 
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The simple, but unique, design of the Wellsaw 400 
gives it sales appeal unmatched by any other 
power hand saw. After a few minutes trial, most 
potential owners recognize the versatility, con- 
venience, and ease of handling of this remarkable 
saw. They like the way it handles—much like a 
hand saw. They like the way it cuts—no whip, no 
kick, no pull. 

You’ll like the way it adds to your profits and 
creates happy customers. The Wellsaw 400 is a 
fast mover and moving faster every day. 


The Wellsaw 400 is made and backed by a 
company with over 30 years’ experience in manu- 
facturing high quality industrial saws. An exten- 
sive merchandising package is available including 
descriptive literature, stuffers, counter display 
stand and advertising mats. A sales-building 
dealer’s demonstrator plan is also available. 

Plan to get in on the profit opportunities of the 
Wellsaw 400 right away. Write for full informa- 
tion, or, if you prefer, ask your wholesaler to place 
an order for you. 


Here are afew of the many jobs for which you can selia 
WELLSAW 400 
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Ordinary Sawing Tree Trimming 





Cut Posts and Beams 





SAW SPECIALISTS SINCE 1925 


WELLS MANUFACTURING CORPORATION 
1465 Service Road, Three Rivers, Mich. 
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SOUTHERN SCREW 
SPECIALIZES IN 
PACKAGED PROHT 
ae oe Poe Tul... 


i 

Profit-wise dealers stock the SOUTH- 
ERN line because Southern Screws 
move out fast. Here’s why: 


e They're pre-sold by hard-hitting 
national and trade advertising 


e They’re USA-made of USA materials 


e They're readily available thru wide- 
awake distributors in a wide range 
of sizes, head styles and finishes 




























































































































































































































































































e They’re easily spotted and positively 
identified with the colorful “EZ to 
Co” labels 
































Learn what packaged profit in fasteners 
really means—get in touch with your 
Southern distributor now! 


South 


SCREW COMPANY 
STATESVILLE * WORTH CAROLINA 
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Tapping Screws *¢ Machine Screws & Nuts 
Carriage Bolts *« Wood Drive Screws 
Manufacturing and Main Stock in Statesville, North Carolina Warehouses: New York «© Chicago « Dallas « Los Angeles 
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CF.l NAILS... another improved ste! product 


Clean — CF«I Nails are chemically cleaned so they are com- 
pletely degreased. 


Hold Firmer — Because CFelI Nails have no grease or lu- 
bricant left on them, they hold firmer. 


Sharp Points —CFe«lI nail points are cut clean, then 
rumbled to remove any “whiskers”. They drive easily. 


Easy To Handle— They are packaged in layers so you 
can literally “grab a handful”. 


Save Storage Space— As CF«I Nails are layer packed, 
the new cartons are smaller, saving storage space. They still 


contain the same accurate, standard weights. 
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J MADE IN U.S.A. 
The Colorado Fuel and Iron Corporation 
Denver + Oakland 
Sales Offices in all Key Cities 0149 
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It's your turnover 


What is margin? What is turnover? How are the two related? 


Despite the books, courses and lectures that have covered these subjects, 
there appears to be many dealers who don’t know the answers. 


In discussing this margin-turnover problem with dealers, I found a 
way of explaining the relationship between these two subjects that seems 
to make it easier to understand. This explanation is offered here in the 
hope that it may give you a better understanding of this relationship and 
show you how you can move merchandise in a more efficient manner. 


Here is the explanation: First, compile all the expenses of your opera- 
tion for one month. Then calculate the total square footage of your sales 
area. Divide this footage into the total expense cost for a month. This 
will give you the cost of doing business on a square-foot basis for the 
month. Now divide this figure by the number of days in the month that 
your store is open for business. This will give you the cost per day per 
square foot. 


Next, select a test area such as a cookware gondola. Perhaps this gon- 
dola has five shelves. Calculate the square footage on each shelf and add 
the total square footage of the five shelves. This will give you the total 
square footage of display area of the gondola. Divide this figure into the 
total cost of the floor area only of the gondola. You will end up with the 
cost of maintaining each square foot of display space on that gondola. 


Let us assume you have five sauce pans nested on a shelf, using a 
square foot of shelf space. These pans sell for $2, and your margin is 
40 percent, or 80¢ per pan, or $4 for the foot of display space. 


With this information it will be easy for you to see just how long it 
will take the cost of the foot of display space to eat up the margin in the 
pans. If you keep a record of the dates the pans were purchased, you 
can quickly see when the space begins to result in a loss. 


These figures also make clear the fact that the quicker you sell these 
pans, the more profit you will make. This same technique can be worked 
out with each gondola and wall section, with the merchandise coded for 

urchase date and margin. Periodic checks of the fixtures will demon- 
strate quickly and clearly the relationship between margin and turnover. 


Wittl Clin 
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Why don’t you try it? 





BUSINESS 


TRENDS a sc wes 


Colorado’s work force increased 4.7 in Feb- 


Western Department Store 
ruary over the previous year. The increase was 


Sales Rise in March 


Department store sales in March—the twelfth 
Federal Reserve District showed an 8 per cent 
gain over the comparable month a year ago. 

Southern California had an eight per cent in- 
crease, while Northern California showed 10 ac- 
cording to preliminary reports. The areas that 
had more than the district average were: Pasa- 
dena, 11; San Diego area, 19; Alameda and Con- 
tra Costa Counties, 14; Oakland-Berkeley, 11; 
Dowontown Oakland, 19; Bakersfield area, 14; 
Sacramento area, 21; and San Jose area, 11. 

The Pacific Northwest was slightly higher 
than California with a nine per cent increase. 
Oregon was under the average with seven per 
cent, while Washington and Northern Idaho were 
higher with 11 per cent. In the latter area Bel- 
lingham showed the highest gain with 16 per 
cent. In eastern Washington, Yakima had the 
highest gain with 12 per cent. 

Utah and Southern Idaho area had the smal- 
lest gain—six per cent. The highest in this area 
was Idaho Falls, Idaho, with 15 per cent increase. 

The first three months of 1961 as compared 
with 1960 were up two per cent. January and 
February showed a decrease in practically every 
major area. The upturn in March is therefore 
more significant and may show that the trend 
in spendable income in the West is on the way 
up. 


in non-farm employment which was 6.1 per cent. 
Farm employment decreased 4.4 per cent 

Utah’s preliminary employment figures show 
a 1.1 per cent increase for March 1961 over the 
previous month. However this is 0.7 per cent 
decrease over March 1960. February 1961 was 
1.3 per cent lower than a year ago. 


“Turnaround” in Our Economy 
Due about June of this Year 


According to Pierre A. Rinfret, vice president 
and director of the economics division of Lionel 
D. Edie & Co., Inc. business analysts, stated 
in a recent speech, that the “turnaround”’ in 
business would occur between April and June, 
1961. He refers to the 1960-1961 downturn in 
business as an “inventory recession” which has 
been spurred by technology. 

He believes that the inventory correction will 
occur by June. Retailers should be strapped for 
inventories and should be buying. He predicts 
that at the end of 1961 our economy should show 
an increase of between four and five per cent 
over the first quarter of 1961. This should bring 
an end to the “inventory recession.” 


Western Trend Indicators 


Employment Rising in 
Some of the Western States 


Of 102,231 U. S. farms with annual sales of 


California showed a 3.6 per cent gain in em- 
ployment in February 1961, compared with a 
year ago. Paradoxically, unemployment increased 
36.9 per cent. This can be explained by the fact 
that immigration is still heavy to this state and 
that many of the newcomers have not yet been 
absorbed in the state’s work force. Of the total 
increase in employment, northern California 
showed a 2 per cent increase to Southern Cal- 
ifornia’s 1.6. 


products valued at $40,000 or more, 14,586 or 
14.3 per cent are in California . . . The U. S. 
Atomic Energy Commission has announced that 
it purchased 15,509,000 pounds of Uranium from 
six New Mexico mills during 1960. This is 45 
per cent of amount bought from domestic 
sources. ... San Francisco Bay Area construc- 
tion came to $66.4 million in February, 11 per 
cent above 1960. . . . Spokane construction per- 
mits for first three months totaled $7,257,358 
as against $6,286,42S in same period in ’60. 
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STRAIT-LINE CHALK LINE REEL & PLUMB BOB 


new design...new easy-to-sell features 
new packaging ...best value pricing 


Precision made... fewer parts e Lifetime nylon slide-fill opening e New self-serve hang-up box 
Self-chalking ... easy action reel Easier to fill without spill 
Durable aluminum alloy box Reversible line guides 
Leak-proof ... practically damage-prdof Self-locking plated handle 
Fits the pocket... fits the hand Hold-tite plated anchor ring 
Sure-grip design ... easier to hold Doubles as plumb bob 


Stock: No. 125-50 — 50 ft. line, 
No. 125-100 — 100 ft. line. 


Packaged: One to Hang-Up display box, 
144 to shipping container. 


Weight: 5 Ibs. per dozen. 








STRAIT-LINE MICRO-FINE CHALK 
for all reel type chalk line boxes 


Packaged in new easy-fill cylinder 

type containers, 12 to display carton. 
Gives up to 5 times more marking 
power. Choice of 4 colors: Dark blue, 
dark red, yellow and white. 

Stock: No. 125B — Blue, No. 125R — Red, 
No. 125Y — Yellow, No. 125W — White. 
Packaged: 12 one ounce cylinders per display 
carton; 48 cartons to shipping container. 
Weight: 1 Ib. per display carton of 12. 

Also Available in 1/2 Ib. cylinder containers 
and 5 Ib., 25 Ib., and 50 Ib. fiberboard drums. 


STRAIT-LINE TITE-SNAP CHALK LINES 
for all reel type chalk line boxes ¢ 50 ft. and 100 ft. lengths 


Tight and true snapping action. Highest 
tensile strength cord. Extra resilient, 
longer lasting. Individually packaged 
in durable polyethylene bag, 6 lines 

to display carton. 

Stock: No. 50 — 50 ft. line, 

No. 100 — 100 ft. line. 

Packaged: 6 per display carton; 

24 cartons to shipping container. 

Weight: 1 Ib. per dozen. 








New all the way through 


Now build extra volume and profits with 
this new line-up of Strait-Line products. 
Made by Irwin. Made to Irwin’s high 
quality standards. Made easier to sell 
with new designs, new packaging, new 
display cartons, new merchandising 
support. Big and growing market 
includes the home handyman, floor 
covering and tile installers, painters, 
carpenters, paper hangers, roofers, con- 
tractors. builders, lathers and plasterers ; 
brick, mortar and stone masons. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, Since 1885 


w STRAIT-LINE> 


makes a perfect chalk line every time 
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WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY ¢ Chilton News Bureau, Washington, D. c. 


JFK’s Home Improvement Plan 
Is Good News for Dealers 


Spotlight on Housewives 


President Kennedy’s revamped housing pro- 
gram will mean increased sales for Western 
hardware dealers—if Congress goes along. And 
it seems likely that Congress will approve most 
of the President’s proposals. 


Biggest shot in the arm for the hardware 
business will come from the phase of Kennedy’s 
program which calls for increased federal loans 
for home improvement and remodeling. 


Specifically the President asked that the Fed- 
eral Housing Administration be given new au- 
thority to insure loans of up to $10,000 for “basic 
structural improvements” to houses which have 
become dilapidated or obsolete. Loans would 
be repayable in 25 years at a maximum interest 
rate of six per cent. Present FHA home improve- 
ment loans are limited to $3500, five-year re- 
payment and can carry over nine per cent in- 
terest. 


Price tag for the over-all program was set 
at something like $3.2 billion. It would be spent 
over a 40-year period, most of it by 1970. The 
plan would add about $300 million to the $728 
million requested by former President Eisen- 
hower for housing outlays in the next fiscal year. 


Opposition to the President’s program shapes 
up chiefly over the financing features. Kennedy 
originally suggested that only $140 million of 
the $3.2 billion come from appropriations. The 
rest was to be drawn directly from Treasury 
funds by FHA, more or less as needed. Repre- 
sentative Tom Pelly, Washington Republican, 
balked at the so-called “back-door” spending 
feature, pointing out that Congress would have 
no control over these expenditures. 


However, there is ample sympathy in Congress 
for the home remodeling idea. Builders’ hard- 
ware, plumbing fixtures, paint and the like may 
turn out to be the hottest items on dealers’ 
shelves as a result of the new federal housing 
program. 


Oregon’s Senator Maurine B. Neuberger got 
the consumer-guardian bandwagon rolling this 
year with a proposal to set up a special “Senate 
Committee on Consumers.” Idea is to insure 
that the interests of the nation’s consumers, a 
term synonymous with “housewife” these days, 
are adequately represented in top levels of gov- 
ernment. 


Mrs. Neuberger’s idea matches, more or less, 
the proposal of Senator Estes Kefauver, Ten- 
nessee Democrat, who wants a cabinet-level 
Department of Consumers. President Kennedy 
likes the idea so well that he is moving ahead 
fast with his own plan for a White House “Con- 
sumer Counsel.” 


What all this protect-the-consumer business 
means for Western dealers is a lot of headaches 
and a genuine threat to the old idea of running 
a business for profit. It’s going to mean more and 
more federal controls in such areas as product 
quality testing and grade labeling, price mechan- 
isms, credit selling practices, and advertising. 


Congress Backs Bike Riding 


Use of bicycles to improve the “health and 
well-being of American citizens” is getting a 
big promotion in Congress these days. President 
Kennedy has been asked to set aside a month 
this year to be called National Bike Month. 
Senator Strom Thurmond, South Carolina Dem- 
ocrat, backs a plea of famed heart specialist 
Dr. Paul Dudley White for states and cities to 
develop systems of off-street bicycle paths. Dr. 
White recently appealed to city officials in San 
Francisco for just such a program. Safer lanes 
for pedalers, along with the blessing of the fed- 
eral government, will mean bigger sales for 
dealers. 
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NEW OPTIONAL REEL FEATURE 
MAKES TUBBS ROPE 
MERCHANDISING RACK MORE 
VERSATILE THAN EVER 


TAKES ONLY 35 INCHES 

OF FLOOR SPACE... 
HOLDS 160 LBS. ROPE 
TYPICAL DISPLAY COMBINATIONS 
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self-serv coil-ette ready-measured reel 


YOU RS 10 USE New last year, Tubbs Rope Merchandising Rack now offers a newer optional feature 


— rope reels — another profitable way for you to display and dispense Tubbs Cordage 


products. Manila, Nylon, Dacron, Polyethylene and Polypropylene rope is available 
in this put-up in sizes from %,” dia. through %” dia. For dealers who prefer to display 


just cartons and coils, the two reel spindles can be easily removed to allow full use 


of all four shelves. 
WHEN YOU BUY Your order of $100 or more of Tubbs Rope will start this rack selling in your store. 


Order now from your distributor and your rack and rope will be shipped prepaid 


+100 OF ROPE direct from the factory at once. Or write to Dept. H. 


MAIN OFFICE: 200 BUSH ST., SAN FRANCISCO 4, CALIF (/a08asr, 
OTHER OFFICES: SEATTLE * PORTLAND * LOS ANGELES [ROPE * TWINE| CORDAGE 
NEW ORLEANS * HOUSTON * CHICAGO * NEW YORK SY, COMPANY 


MILLS AT SAN FRANCISCO AND ORANGE, CALIF.; SEATTLE, WASH. 
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PRODUCTS 


HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


ROTARY SHELVES for corner 
kitchen cabinets are adjustable. Cop- 
pertone finished shelves are said not 
to sag. Revolve on ball bearing roll- 
ers smoothly and quietly—Knape & 
Vogt Mfg. Co. 

For Details Circle 100 on INQUIRY CARD 
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TWIST THAT KLEENS is principle 
of Pet-Kompact. Self-cleaning brush 
and massage has retractable poly- 
ethylene bristles. Twist of case ex- 
tends or retracts. bristles. — Noble 
Patents Corp. 

For Details Circle 101 on INQUIRY CARD 
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FOUR-WAY DISPENSER is one of 
four items in pantryware line. Krest- 
line unit holds Saran, aluminum, wax 
paper and paper towels. All items can 
be used on counter or wall. Choice 
of five colors—Speco Products 

For Details Circle 102 on INQUIRY CARD 


LARGE-SIZE reflective letters and 
numbers in E-Z-Ply Scotchlite mate- 
rial. Sizes available include 14, 2, 3, 
4, 6, and 12 in. Letters and numbers 
are self-adhesive.— Dyer Specialty 
Co., Ine. 

For Details, Circle 103 on Inquiry Card 


SPRINKLER CANE attaches to gar- 
den hose for gentle spraying of in- 
dividual plants and shrubs. Long- 
wearing plastic cane has_ shut-off 
valve in handle which saves steps for 
gardener.—Supplex Co. 

For Details Circle 104 on INQUIRY CARD 


TOOLHOLDER KIT for home work- 
shops. Starter kit has 19 self-locking 
perforated board fixtures. Included 
are several sizes of tool holders, hooks 
and spacers. Screws included.—Turn- 
buckles, Inc. 

For Details Circle 105 on INQUIRY CARD 
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POOL VACUUM CLEANER is jet- 
type designed for splasher pools. 
“Walrus” cleaner operates off garden 
hose. Kit has plastic vacuum head, 
two-piece handle, filter bag and brush. 
—Poolmaster, Inc. 

For Details Circle 106 on INQUIRY CARD 


“QUEEN ANNE?” tissue box is made 
of metal. Pierced gallery design 
available in choice of 24-karat gold 
plate antique tone or gold plate with 
white overtone——Acme Photo Frame 
Corp. 

For Details Circle 107 on INQUIRY CARD 


WOOD VENEER in eight popular 
styles for electrical outlets. Alumi- 
num plate is covered with one of nine 
hardwoods. Designs blend with any 
wall panelling. Elliott Bay Lumber 
Co. 

For Details Circle 108 on INQUIRY CARD 
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SATIN CHROME is the finish on *% 
in. steel tapes. Hard-wearing finish 
has graduations and figures bonded to 
steel and recessed below finish. Nylon 
rollers at opening.—L. S. Starrett Co. 
For Details Circle 109 on INQUIRY CARD 
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PORTABLE HEATER uses sealed 


water unit operated by electricity. 
Hot water heat without plumbing. 
Unit is available for home use. All 
are baseboard type. — International 
Oil Burner Co. 

For Details Circle 110 on INQUIRY CARD 


PLASTIC LINER is featured in por- 
table water cooler. Use for hot or 
cold liquids. Models available in 2, 3, 
5, and 10 gallon sizes. Corrugated, 
galvanized steel outer wall. — Igloo 
Corp. 

For Details Circle 111 on INQUIRY CARD 


STRAIGHT LINE ACTION gives 
sander 5/32 in. stroke. Rubber bear- 
ings eliminate lubrication. Sander op- 
erates at 14,400 strokes per minute. 
Model 77 has plastic housing and 
plate——Weller Electric Corp. 

For Details Circle 112 on INQUIRY CARD 


“BASIC BEST SELLERS” is line of 
Trustworthy lawn sprinklers. Included 
are square-pattern and large oscil- 
lator sprinklers. Each sprinkler is 
color-matched in blue. Five items 
available.—Liberty Distributors 

For Details Circle 113 on INQUIRY CARD 


5 


ALL-GLASS ROTISSERIE is said to 
be the first. Rotis-A-View is made of 
heat resistant glass. Unit can be dis- 
assembled for cleaning and storage. 
Adjustable spit with two heat ranges. 
—Berns Air King Corp. 
For Details Circle 114 on INQUIRY CARD 
(Continued on Page 40) 
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United States Steel gives you 137 jobber- 


There are 137 items and styles of galvanized ware in the USS Products line. And every 
one of them is ready, willing, and able to make profits for you. Every one of them 
carries the USS label —the label that sells. Every one of them has the high quality con- 


USS is a registered trademark 
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tested ways to make more profit 


struction that USS is famous for. Every one of them is pre-sold with solid advertising. 
This is the quality line. The prestige line. The line that makes the most profits for 
you. Order now. Or, write immediately for a free catalog of all the USS Products line. 


United States Steel Products 
Division of United States Steel 


5100 Santa Fe Ave., Los Angeles, Calif. 


1849 Oak St., Alameda, Calif. 
For Details Circle 7 on INQUIRY CARD 
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NOW YOU GAN SELLIMORE 
PFTFRS, Premum crs: SHEL] S 
THAN A PENNY PER SHELL 





REVOLUTIONARY NEW S/P* SHELLS 
PETERS AMMO LINE FOR EVEN 


Now you can sell revolutionary new Peters premium-grade shotgun shells in all 12 
gauge high-base loads including magnums, buckshot and rifled slugs ... and sell them 
for less than a penny per shell more. Just showing the new ‘‘SP” shell sells it. Cus- 
tomers see the careful internal construction... feel the slickness of the polyethylene 
that speeds up the second shots. And of course powerful local and national promo- 
tions help you tell them how the amazing new wad column gives perfect shot patterns 
every time... and why they'll waste no more shells because of swelling or scuffing. 
“SP” shells are a sure-selling addition to the sure-selling Peters line. Remember to 
order today! 

*Steel and polyethylene 


PETERS “SP” 
PREMIUM GRADE 
SHOTGUN SHELLS 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN, ‘wvicron is nto. u. 5. FAT. OF us 


HARDWARE WORLD 





POMER I |i 
FR ESS 


PETERS 
“VICTOR” FIELD 
LOADS 








PETERS 

“HIGH VELOCITY” 
CENTER-FIRE 
_ CARTRIDGES 


EXPAND FAST-MOVING 
GREATER PROFITS! 


Faster, More Powerful Game-Getting Patterns 

because the exclusive polyethylene ‘‘Power 

Piston” wad gives better gas sealing... moves the PETERS 
shot out faster. 


Slick Feeding be th f-lubricati ol ‘HIGH VELOCITY” 
eeding because the self-lubricating poly- 
a ethylene shell bodies glide in and out of guns. 22 CARTRIDGES 


ideal for pumps and autoloaders. 


No More Wasted Shells or jammed guns caused 
by scuffing or swelling. Tough ‘“‘SP”’ shells are 
guaranteed to chamber in any gun regardless of 
weather or hunting conditions. 


WITH 
“GOLDEN” BULLETS 


packs the power! @UPOND 


“HIGH VELOCITY’’ IS A TRADEMARK OF PETERS CARTRIDGE Orvisio TON ARMS COMPANY, 


REG. U.S. paT. OFF. 


NC., BRIOGEPORT 7, CONN. 


” tee Details Circle 8 on INQUIRY CARD 
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Do floor nails 
rip into your 
Sander profits? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”...no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion, 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. om 

SALES AND SERVICE CENTERS IN MAJOR CITIES 


{(\|tm " MANUFACTURING co. 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 


272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO., Dept. K5 669 - 20th St., Oakland 12, Calif.; 
10702 - 46th St., Tampa 10, Fla.; 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt rental machines. 


Position 











For Details Circle 9 on INQUIRY CARD 


Brand Names give 
you faster tunover 


What can anyone really tell you about Brand Name 
products. You know the reputations their manufacturers 
build. And you know the intense loyalty advertised 
Brand Names inspire in consumers. You see it every day. 
So why not build your business on Brand Name prod- 
ucts? They are the pre-sold, the preferred products! It’s 
just good sense to stock the Brands you know will sell. 

The Brand Name maker puts out a good, consistent 
product, which he strives constantly to improve. He is 
always first with new ideas. And his products help your 
business maintain a quality reputation. So know your 
Brand Names, and stock the Brands you know will sell. 

Enroll Now in the Brand Selling Program! B.N.F. will 
supply you each month with information, ideas, and tie- 
ins to special promotions. No charge if a B.N.F. member 
firm sponsors you. Write the Foundation for a list of 
those firms and more details. 


A Brand Name is a maker’s reputation 


LOOK FOR 





CONFIDENCE 


MEMBER OF 


BRAND, 
NAMES 


FOUNDATION, INC, 


SATISFACTION 








Brand Names Foundation, Inc. 
437 Fifth Avenue, New York 16, N. Y. 


For Details Circle 10 on INQUIRY CARD 
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A Theme is Important in Displays 


California Dealer Prefers Simple Tie-in Units That Pull Women 
Window Shoppers . . . Boost Turnover in Electric Housewares, 
Gifts, and Housewares . .. Windows Prove Prime Drawing Attrac- 
tion in Downtown Store 


Chet Johnson’s Hardware 
Santa Cruz, Calif. 


GOOD WINDOW DISPLAYS with a theme are very 
important to a hardware store, claims Chet Johnson, 
owner of Chet Johnson’s Hardware in Santa Cruz, 
Calif. 

Johnson’s store windows are, in his opinion, of 
prime importance in selling merchandise. Looking 
back at his 37 years in the hardware field, it is easy 
to see how he learned the value of good window dis- 
plays. 

In 1924, he entered hardware as a clerk. His ex- 
perience with window dressing began almost the same 
year. After he got this first job, he developed an 
interest in sign writing. His employer learned of this 
interest and assigned the store’s display work to him. 

Ten years later, Johnson took a job as a clerk in 
the hardware section of a department store. Just for 
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ELECTRICAL APPLIANCES are always displayed some- 
where in windows. Johnson feels their rapid turnover is 
due to the great number of women window shoppers 
who pass his shop. 
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fun, he did a few windows on hardware. His em- 
ployers were so impressed that they gave him the 
duty of doing the windows for the whole store. Now, 
Johnson realizes that it gave him valuable experience. 
At the time, though, he recalls that doing so many 
windows was anything but fun. 

Today, in his own store, this background pays extra 
dividends. The firm is located on busy Pacific Avenue 
near the main corner of Santa Cruz. Probably the 
heaviest foot traffic in town passes Johnson’s store— 
and windows. 

Display windows, says Johnson, are the most valu- 
able space in a downtown store. If used properly, they 
can bring in the bulk of the store’s customers. 

With his years of handling hardware and displays, 
Johnson’s ideas and methods are well worth noting. 

He believes that each display should have some sort 
of theme. Some complex display themes, such as a 
spring theme, involve varied merchandise. The prob- 
lem is to tie different items together by using appro- 
priate props. Sometimes, Johnson uses a mechanical 
prop to gain attention with motion. 

But simple displays can be effective, too. He has 
found that even an arrangement of garden tools can 
be an eye catcher. Because they take little effort to 
prepare and attract customers, Johnson favors these. 

By revolving the items in his windows, Johnson 
extends the effective life of a display. This works 
well with the simple tie-in windows. He will take a 
group of small power tools, remove several units, 
replace them with accessories that go with the re- 
maining tools, and have a new display. With little 
effort, the window takes on a new look. 

In choosing display goods, Johnson thinks first of 
new products. The public, he’s found, is always in- 
terested in the latest thing. 

Dealer aids are used to put the finishing touch on 
a window. Showcards and other props, that manu- 
facturers give away or sell for cost, can give a display 
a professional look if used with thought. Many of 
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these aids carry company logos of the products being 
used in the windows. Johnson believes this is a plus 
factor because he’s found well known brands add as 
much to products’ sales value as the products them- 
selves. 

Electric Housewares are among Johnson’s fastest 
moving items. The downtown location with its large 
number of women window shoppers no doubt ac- 
counts for this. For this reason, there is always at 
least one display of small appliances in his windows. 
The display insures that his turnover on these items 
will remain high. 

Gifts and housewares also enjoy a rapid turnover. 
According to Johnson’s son Bill, who helps his father 
run the store, both of these groups are featured at 
the front of the store. This is done, so they can be 
seen from the street. Displayed in this way, their 
pulling power is not lost even when they are not used 
in a window as well. 


GIFTS AND HOUSEWARE display is arranged by Bill 
Johnson. Items are placed near the front of the shop, 
where they can be seen from the street. 


Since Johnson feels his window displays are so im- 
portant to his business, he feels that keeping the 
windows clean is important also. A store with dirty 
windows gives the customer the same feeling that 
they’d get from being waited on by a clerk in rumpled 
clothing and a three-day growth of beard. 

Any hardware store can have good window displays 
if the owner wants them, says Johnson. What’s more 
they don’t require a lot of effort. First, pick a theme. 
Pictures in hardware magazines are a good source of 
ideas. Plan to feature items that move well. Keep 
the display simple and if the idea warrants it use 
manufacturers’ dealer aids. The results, if seen 
through clean windows, will certainly attract atten- 
tion. 

Chet Johnson runs his business on the premise that 
good window displays have pulling power. This suc- 
cessful dealer should know, for the Chet Johnson’s 
Hardware windows really sell merchandise. 


FOUR SEPARATE DISPLAYS ARE FEATURED in one 
window with dealer aids. Window combines yard and 
garden needs (near left); hand tools (upper left); house- 
wares (center); bathroom fittings (right). 
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CHET JOHNSON (right) is handed a place setting by 
son, Bill. Johnson's interest in window trimming dates 
back to his first hardware job in 1924. 


GIFT ITENSO 


GIFTWARES are among the fastest moving items at 
store. Note similar background materials in this display 
and one for household aids. 





HOUSEHOLD CLEANING IS THE THEME carried 
out in an arrangement of polishes, mops, etc. Johnson 
uses many displays of this type. 
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Profits Grow from Women Who Sew 


Shopping Center Store in Southern California Has Found that 


Yardage and Accessories Built Up an Overall Good Business 


with Women Trade over a 10-year Period 


TWO LARGE SIGNS PRO- 
CLAIM, “Yes! We have yardage; 
Plenty of yardage, Ribbon, too!” 
These signs hang in the windows 
of the Ortwine Hardware store in 
San Diego. 

Once inside the store the cus- 
tomer realizes that these signs are 
not overstated. More than 5000 
different types of associated yard- 
age goods are displayed. 

By turning a meager beginning 


of the yardage line into a thriving 
business within their hardware 
store, Ortwine’s has achieved bet- 
ter overall business, a more pros- 
perous store, and added profit. The 
store is located in the Imig Park 
Shopping Center. The residential 
district was first established 13 
years ago with a middle class fam- 
ily occupancy. About three-quart- 
ers of the area is settled, leaving 
considerable room for expansion. 


“How is it selling? Judge for 
yourself,” says the owner Robert 
Ortwine. “‘Ten years ago we started 
with a small $25 order of thread. 
Today, our average monthly order 
for this department runs about 
$3000, and we don’t place orders 
like that without moving plenty 
of yardage the month before.” 

The profit margin on yardage 
is about the same as with hardware 
lines, Ortwine has found. 


AMPLE PARKING SPACE IS IMPORTANT, SINCE AT LEAST 40 PER CENT OF YARDAGE CUSTOMERS ARE 


FROM OTHER AREAS 
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Ortwine Hardware 
San Diego, Calif. 


Equally as important to the 
profit picture of the store, however, 
are the tie-in sales that can be 
built around a major line such as 
this. To encourage additional sales, 
cooking utensils, tableware, clean- 
ing equipment, and varied other 
household lines are stocked. They 
move well because the yardage 
attracts the type of customers who 
work to make their homes, “real 
homes.” 

The customers of Ortwine’s are 
not only the people in the resi- 
dential district, but they come from 
all over San Diego to purchase 
yardage. Ortwine estimates that 
of his yardage customers at least 
40 percent are from areas outside 
Imig Park. There are some cus- 
tomers who come from as far away 
as Oceanside, 40 miles to the 
North, to buy yardage. 

The demand for a complete line 
of yardage was surely a big factor 
in the rapid growth of Ortwine’s 
yardage department, the owner 
feels. But not willing to leave things 
to chance, he has pushed advertis- 
ing of this complete line in every 
way he can. 

Good examples of his thorough 
promotion in the past are: (1) 
furnishing materials for costumes 
in the annual Don Diego festivities 
in San Diego, (2) involving local 
charitable organizations in making 
diapers, and children’s clothes for 
the needy, (3) distributing 500 
free patterns every other month 
from door-to-door. 

Getting customers into the store 
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PATTERNS, RIBBON, BUTTONS, thread, and other sewing aids are located 
near the yard goods. These accessories bring added profit. Patterns are good 
tie-in item. Note pattern catalogs in foreground. 


is one thing. Getting them to buy 
is quite another, however. To make 
it more convenient for them to 
inspect nearly everything that is 
being offered for sale, over 1500 
square feet of floor space is utilized. 

Once the traffic was built, Ort- 
wine gained additional profit by 
stocking some of the more ex- 
pensive specialty lines. Not only 
can the customer find standard 
yardage, ribbons, buttons, snaps, 
zippers, bias tape, and patterns, 
but there are, also, such fancy 
lines as laces, and trims of all kinds. 
They stock everything from the 
simple to the exquisite needs for 
sewing. 

Mrs. Ortwine does the buying 
of the yardage. The store employs 
four people, in addition to the 
Ortwines. Everybody pitches in to 
sell yardage when a customer en- 
ters the department. Mrs. Ortwine 
could be considered the yardage 
expert. However, even she works 
in the rest of the store and acts 
as a consultant whenever one of 
the other clerks needs a question 
answered. 

“Our yardage has become such 
a part of our store that we find it 
hard to think about hardware with- 
out thinking about yardage, too,” 
says Ortwine. “We found a need, 
filled that need, and now even those 


standard hardware lines that take 
up most of our store unquestionably 
sell better because of the traffic 
built up by the yardage.” 

“Tt seems to work both ways,” 
he concluded. ‘“‘When the customers 
come to buy hardware we introduce 
them to our yardage, and when 
they come to buy yardage we show 
them our hardware. There is little 
doubt that each builds the other.” 


SIGN IN WINDOW informs passers- 
by of unusual store feature. Store 
purchases about $3000 monthly in 
yardage. Profit margin is similar to 
other hardware lines. 
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Seeing the World at Suppliers Expense 


Colorado Dealer in Community of Less Than 4000 Tops Thousands 
of Competitors to Win Seven Manufacturers’ Trips in Eight Years 
. . » Time, Ingenuity, and Publicity Win Prizes With No Loss in 


Mark-up 


Glenn Hardware Co. 
Delta, Colo. 


THE OLD SLOGAN ‘Join the Navy and See the 
World” might just as well be altered to “Do a better 
merchandising job in the hardware store and see the 
world at the supplier’s expense.’ In the case of Rosie 
Glenn, 40-year-old proprietor of Glenn Hardware Co., 
in Delta, Colo., this is true. 


»* it a 


ROSIE GLENN ON THE PHONE SELLING. He makes 
each contest a special challenge. Compaigns may vary, 
but they always include a liberal amount of high pow- 
ered promotion. 
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Glenn, for the past 12 years an enterprising hard- 
ware dealer, uses the same type of stunts in a little 
community of less than 4000 people as homeowners 
usually find in cities the size of San Francisco. He has 
won seven trips to foreign countries in the space of 
eight years. This includes tours of Europe, Mexico, 
the Mediterranean, the Caribbean, and a second tour 
of Mexico. Some of them involved ocean cruises and 
10,000 mile flights. 

Despite the fact that his market is the tiny com- 
munity of Delta, in the middle of Colorado’s desolate 
“uranium plateau,” Glenn has actually won so many 
trips of this variety that he has begun sending his 
employees on the most recent triumphs. 

The secret of getting manufacturers to pay for 
such ordinarily-costly jaunts is merely a matter of 
making a determined sales drive against a quota. To 
top literally thousands of competing hardware dealers 
throughout the nation, Glenn makes a separate chal- 
lenge out of every such national contest offered. He 
spends plenty of time in creating the sort of colorful, 
attention-arresting promotion which will achieve the 
sales volume to impress the judges, and, incidentally, 
return full mark-up profit for himself. 

Ingenuity Sells Electric Blankets 

Sheer ingenuity, as well as aggressive merchan- 
dising efforts are Glenn’s stock in trade. For example, 
when there was a trip to the Caribbean offered by an 
electric blanket manufacturer, Glenn took the unusual 
step of equipping every player on the Grand Junction 
high school football team with an electric blanket, 
to keep them warm on the bench, between plays. He 
strung a network of power supply cables, to keep 
the blankets heated. 

In return, the stadium announcer cooperated by 
explaining what the boys were wearing on the bench, 
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GLENN'S HARDWARE was the base for ''the biggest 
lamp in the world'' when a trip to Europe was at stake. 
Glenn staged a lamp show, built the 40 ft lamp, ran 
newspaper ads, and gave away prizes at drawings. 
Result was that he won. 


and that Glenn was doing his part for the team by 
supplying the blankets. He used full-page newspaper 
ads and went out and rang doorbells for a solid 
month to win the contest hands down with the sale 
of 152 electric blankets at full price. 

“The Biggest Lamp in the World” 

When there was an opportunity to win a European 
trip, based on the sale of lamps in the furniture de- 
partment associated with his hardware store, the 
Delta dealer built “the biggest lamp in the world” on 
top of his store. This included a giant canvas shade 
15-feet tall, a 25-foot-tall base, and an airport-beacon 
type of lamp to provide a proportionate glow of light. 
Visible for miles, the huge lamp called attention to 
a two-weeks’ “lamp show” held in his store, with in- 
dividual lamps shown like objects of art, in frames 
around the walls and in the windows. Again, full-page 
newspaper ads, drawing prizes and similar steps were 
enough to break all records for lamp sales. The final 
results were enough to oversell the contest-winning 
percentage by 2% times, and to send Mr. and Mrs. 
Glenn on a tour of several European countries. 

Those are typical examples of the type of promo- 
tions which Glenn tirelessly developed in each com- 
test. He records each promotion in a handsomely 
bound printed album, 12 x 14 in., consisting of as many 
as 30 pages. He shows examples of every newspaper 
ad together with a tabulation of the results. Each 
one also includes photographs of the displays and 
personnel involved, plus a complete run-down on the 
merchandising theme. These albums, when accom- 
panied by really surprising sales figures, have been 
the major asset in winning contest after contest. 

Publicity Wins Support 

Also included in each album are newspaper accounts 

of his achievements. Glenn is well aware of the value 
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of publicity. He has actually created it by sending 
details and photographs to local newspapers. Such 
newspaper attention makes it known to residents of 
Delta, Paonia, Hotchkiss, and other towns in the area 
that “Rosie is after another prize’ and gets friendly, 
helpful cooperation from the public. 

Evidently, he feels that these contests with trips 
for prizes are good promotions in themselves. The 
Glenn Hardware store sponsored a contest for Delta 
citizens with a grand prize of a four-day trip to Las 
Vegas. 

Glenn knows that many of his customers have 
actually bought items which they will not need for 
several months, or even a year or two, simply to 
help him ‘‘over the hump.” Part of the reason for this 
might be that he is a cheerful, helpful retailer who 
doesn’t mind leaving his store to help any customer 
with a hardware or building materials problem. Glenn 
has plenty of friends in his market, which is, perhaps, 
one of the reasons why he stays in business in isolated 
western Colorado. 

It isn’t unusual for a telephone caller to be told, 
“Mr. Glenn is in London,” or “Mr. Glenn is sailing 
back from France today.’’ His customers are proud 
that he consistently beats dealers in large cities. As 
mentioned above, they will stretch the need for an 
item a point or two, to put the Glenns aboard a jet 
liner for Mexico City or the Continent. 

Glenn admits that the small size of his market 
gives him an advantage in that quotas for the Delta 
area are necessarily somewhat less than for a better 
populated section of the state. Personally acquainted 
with almost everyone with whom he does business, 
the Colorado hardware man can “pick his mark and 
make the sales” through promotional ability, rather 
than simply cutting prices. 
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Display Photo Section 


HOOF AND ROD DISPLAY 


FISHING RODS on the hoof is an eye-catching display 
at A-| Hardware, Ruidoso, N. M. Eight deer hooves are 
attached to a 10-foot board above the sporting goods 
department. Co-owners, O. F. Farnsworth and Gene 
Armstrong, say the novel display gives them a conver- 
sation starter with hunting and fishing customers. The 
hooves easily hold a number of fly and bait casting rods. 
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THE RESULTS OF A RECENT SURVEY REPRES- 
ENTING OVER 26% OF LOCAL DUSTRY, HAVE 
SPOICNT FORTH THE FOLLOW i 





NO QUESTIONS ON PAINT SALES 


PAINT CUSTOMERS at B. L. White & Son Hardware 
and Paint Store, Los Angeles can see the answers to 
their paint price questions. Two large price signs above 
the paint department have the prices of various paints, 
stains and sealers listed. Discounts for quantity pur- 
chases are also quoted. Prices are marked in white 
chalk. Bargain prices listed in yellow chalk. 


INDUSTRY DISPLAY GETS FREE PUBLICITY 


FREE PUBLICITY and added traffic has been gained by 
Lynwood Hardware, Lynwood, Calif., through the use 
of products made by local manufacturers. Cooperation 
of the chamber of commerce and industry has allowed 
the store to set up a display which has been given pub- 
licity by the local newspapers. A sign in the store win- 
dow announces: Lynwood Industry Display Inside. The 
actual in-store display takes very little room. A sign with 
facts and statistics explains industrial growth, valuation 
and payrolls. Products include batteries, ceramics, iced 
tea dispenser and other items displayed on a low shelf. 
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Special Services for Sportsmen 


Specialist in Charge of Sporting Goods Department is a Gun- 
smith . . . "Buckeroo Shop" Offers In-Store Gun Repairs and 
Shell Reloading . . . Gives Expert Advice 


IN AN AREA as wide open and 
western as the world’s Round-Up 
City, Pendleton, Ore., it is not sur- 
prising that the hardware store is 
called “The Buckaroo Shop.’”’ When 
hunting season rolls around in east- 
ern Oregon, this Coast-to-Coast 
store is one of the busiest places 
in town. 


The reason is the excellent sport- 
ing goods department, with its gun 
and hunting section. Ted Johnson 
is manager of the department and 
has some 25 years of actual experi- 
ence as a gunsmith. He has been 
with the store for 14 years, em- 
ployed by owner Leonard Herbes. 


“The Buckaroo Shop”’ specializes 
in handling a complete line of hunt- 
ing and fishing goods. Special ser- 
vices featured in the sporting goods 
section are reloading shells, gun re- 
pairs and expert help with guns 
from licensed gunsmith Johnson. 
Another special service to cus- 
tomers is the sale of hunting and 
fishing licenses through arrange- 
ment with the State of Oregon. 


The store seldom cuts prices to 
move articles. However, there are 
certain sales during the year. Spe- 
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Coast to Coast Store 
Pendleton, Ore. 


cial promotions are held, particu- 
larly in the fall, to take advantage 
of the hunting season on ducks, 
geese, deer, elk, and other wild 
game. Hunting enthusiasts come 
from 200 to 300 miles away to hunt 
in the Blue Mountains of eastern 


Oregon, only nine miles from Pen- 
dleton. 

The sporting goods department 
also sells items for all seasons. 
Football, basketball, baseball, arch- 
ery, croquet, and camping equip- 
ment are carried in stock. 


TED JOHNSON, manager of sporting goods, examines a decoy. 
The shop carries varied hunting needs, ranging from guns (left) to 
knives and binoculars (on shelves behind Johnson). 





New Firm Started 
by Experienced Group 


Contract Builders Hardware Inc. 
Los Angeles, Calif. 


EXPERIENCED builders hardware people opened 
a new firm in January, 1961. It is Contract Builders 
Hardware Inc., 5580 E. Washington Blvd., Los Angeles. 

There was no interruption of service to the build- 
ing construction industry when, in the waning weeks 
of 1960, Union Hardware & Metal Co. terminated its 
80-year-long activities. 

Contract Builders Hardware Inc. was formed as 
successor company to the Contract Hardware Dept. 
of Union Hardware. It immediately assumed the ob- 
ligation of completing all existing Union Hardware 
& Metals Co. contracts. 

The new firm is staffed entirely by former person- 
nel of Union Hardware & Metal Co. Active manage- 
ment is in the hands of James C. Carroll. Officers and 
directors of the new company are: E. H. McLaugh- 
lin, Sr, chairman; E. H. McLaughlin, Jr., president 
and treasurer; and James C. Carroll, executive vice- 
president. 


THE EXPERIENCED STAFF of the new firm lines up 
beside new building. They are, front row, left to right: 
Robert Forbes, AHC; Robert Dominquez, Emmett E. 
Sasser, AHC; Arlene Morrissey, Philip Hequembourg, 
B. J. Collins, James C. Carroll, Rebecca N. Carrera, 
Jack Stewart, and Frank Huber. Back row, left to right: 
Pete Matthiessen, AHC; Charles W. Blanchard, Robert 
Mraz, Lloyd Rice; AHC; Robert McPhail, AHC; Tom 
Keehan, Don Breese, and Rupert C. Mester, AHC. 
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THE NEW FIRM started at the first of the year in this 
attractive building. Thirty per cent of the space is 
devoted to officers and estimator's room. 


THE CONSULTANTS are busy in the estimators’ room. 
They are, from front to back on left side: Tom Keehan, 
Robert McPhail and Pete Matthiessen, to his left; and 
Robert Dominguez. On right side, front to back: R. C. 
Mester (at left) talking to Robert Forbes; Lloyd Rice, 
and B. J. Collins. 


McLaughlin, Sr., was formerly president of Union 
Hardware & Metal Co. McLaughlin, Jr., was formerly 
vice-president and merchandise manager. Carroll 
was buyer and manager of the builders hardware 
department. 

Carroll is well known in the builders hardware 
industry, having served the National Builders Hard- 
ware Association as its president in 1958-1959. He 
is presently a member of the NBHA executive com- 
mittee. He is also a former regional director for NBHA 
and served as president of Builders Hardware Club 
of Southern California in 1952. He was general chair- 
man of the Pacific Coast Regional Hardware Con- 
ference at Coronado in 1958. 

R. C. Mester, AHC, is sales manager. He is a 
charter member of AHC and is recognized by many as 
the “dean” of the industry in Southern California. 

The balance of consultants includes: E. E. Sasser, 
AHC; R. J. Forbes, AHC; R. W. McPhail, AHC; L. 
R. Rice, AHC; T. J. Keehan; and I. C. Matthiessen, 
AHC. 

J. R. Stewart is office manager. C. W. Blanchard 
heads up the warehouse crew. 

Contract Builders Hardware occupies a 6000 sq ft 
building. Thirty per cent of this area is devoted to 
offices and estimating. There is a total of 18 em- 
ployees all formerly with Union Hardware. 


HARDWARE WORLD 





Portland Will Host Pot & Kettlers 


National President From Portland Went On Tour in April to All Pot & 
Kettle Clubs Inviting Members to Convention at Gearhart . . . The Meet 
Will Be Held With a Caribbean Theme . . . Business Meetings, Champion 
Golf Meet and Evening Parties Will Highlight Event. 


IN APRIL, Joe Dungan and his 
wife Beryl] left Portland on a tour 
of all the Pot & Kettle Clubs. Joe 
is president of the Associated Pot 
& Kettle Clubs of America and 
made the trip which is an annual 
duty of the president. 

His primary message was “come 


to Gearhart for one of the most 
exciting conventions ever.” 

He was royally greeted in Den- 
ver, Phoenix, Los Angeles and San 
Francisco. He then went on a sec- 
ond tour, finishing the itinerary 
with Spokane, Seattle and Tacoma. 

At each function held for him 


THE START OF PRESIDENT'S ANNUAL TOUR is celebrated by members 
of the Portland Pot & Kettle Club. The good fellowship key is presented 
by Ted Ericksen, national treasurer, to Joe Dungan, president of the 
Associated Pot & Kettle Clubs of America, Inc., and his wife, standing 
on steps of plane loading ramp. Mrs. Dungan is flanked by George 
Tupper, president of the Portland Club. Other Portland Pot & Kettle Club 
members and families in photo are (left to right): Jim Glandon, Mrs. 
Glandon, Mrs. George Kramer, Mrs. Helen Stewart, Marcia Tupper, Mrs. 
Tupper, James Stewart and Gene Simons. 
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by the various affiliated clubs, he 
outlined the interesting program 
that the Portland Pot & Kettle 
Club has programmed for the con- 
vention. 

On Sunday June 25, most of the 
persons attending will arrive early 
for the mythical departure on the 
Caribbean Cruise. There will be the 
usual surprise greetings to all those 
coming “dockside.” 

On Monday, June 26, the day 
will start with a “buckaneer break- 
fast.” This will be followed by the 
annual meeting of the delegates of 
the Associated Pot & Kettle Clubs 
of America. 

The Skillettes, the women’s af- 
filiate of the Portland Pot & Kettle 
Club, will host all of the ladies at 
a special meeting. There will be 
special games and other activities 
in the afternoon. That night there 
will be an exciting “captain’s din- 
ner.” 

On Tuesday, June 27, there will 
be another day of activities includ- 
ing skeet shooting, beach combing, 
etc. The Associated meeting may 
continue in the morning. That 
night, there will be cocktails and 
dinner in the manner of “A Night 
in Trinidad.” 

On Wednesday, June 28, the day 
will start with an “islander break- 
fast.’’ The day will be jammed-pack- 
ed with fun for all ages and sexes. 
There will be a treasure hunt, and 

(Continued on page 28) 





the “crazy zany golf’ and other 
adventures. That night the annual 
formal dinner banquet will take 
place. At this time, the newly elect- 
ed president will be installed. 

Since last year’s convention at 
Hoberg’s in Northern California, 
sponsored by the San Francisco 
Pot & Kettle, the club has become 
incorporated. It is expected that 
there will be a few changes made 
in the by-laws of the club, offered 
during the annual meeting. It is also 
expected that there will be a few 
ideas offered to give the club a more 
up-to-date program taking into con- 
sideration the needs of the house- 
wares industry as a whole. 

The head of the sponsoring club 
is George Tupper, The Vinton Com- 
pany. Paul Chichester, manufac- 
turers’ representative, is the gen- 
eral convention chairman. Trudy 
Ericksen, wife of Ted Ericksen, 
manufacturers’ representative, is 
directing the women’s activities. 





OFFICERS 
ASSOCIATED 
POT & KETTLE CLUBS 
OF AMERICA 
President, Joseph P. Dungan 
Portland 
1st V. P., Forrest J. Bennett 
Denver 


2nd V. P., Frank C. Harford 
Los Angeles 


Secretary, Arnold J. Maizels 
Portland 


Treasurer, Ted Ericksen 
Portland 


BOARD OF DIRECTORS 


Jackson Badham, III, Los Angeles 


James Collins, San Francisco 
Harry Lipp, Denver 

Clint Garrod, Seattle 

Tom Jones, Portland 
Norman Fuchs, Phoenix 
Robert Perrault, Spokane 


Ken Kyte, Tacoma 





A TRIAL RUN of the "Carribean Cruise’ was made by heads of com- 
mittees for the national P & K convention. Members of the Portland Pot & 
Kettle Club, they are (sitting): Lila Chaffer, Ted Ericksen, Joe Dungan, 
president of the Associated Pot & Kettle Clubs of America; Paul Chichester, 
general convention chairman; Bland Simmons, and Arnold Ekeblad. 
Standing (left to right): Trudy Ericksen, Jean Tupper, Dan Borich, Beryl 
Dungan, Bob Chaffer, Dottie Chichester, Bettie Simons and Beverly 


Simmons. 





ARRIVING IN SAN FRANCISCO on the Annual Pot & Kettel Club 
president's tour are Mr. & Mrs. Joseph Dungan. They were greeted by 
San Francisco Pot & Kettlers who arrived in a cable car right on the 
field. Mrs. Dungan, with roses, is being greeted by Mrs. LeRoy Herbert, 
president of the Pan Handlers, a subsidiary of the S. F. Pot & Kettle 
Club. To the left of Mrs. Dungan is Joseph Dungan, manufacturers’ 
representative of Portland. Next to him is Tom Payton, president of the 
San Francisco club. The others are part of the greeting committee. 
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IN THIS SECTION . . 


. Seattle Dealer Finds 


Separate Toy Department is Answer for Increas- 


ing Sales . . 


. Dealer in Colorado Solved Toy 


Breakage and Pilferage Problem by Designing 


"Childproof" Fixtures . 


New Products 


SECTION 


. « Two Pages of Toy 


May is the Month for Selecting Toys 


MAY IS THE TIME that dealers 
with toy departments should start 
thinking about selecting toy mer- 
chandise for the fall and holiday 
seasons. 

Many of the large buyers went 
to the 58th Annual American Toy 
Fair in New York on March 13. 
However many of the smaller deal- 
ers find it impossible to go to New 
York. These dealers will find new 
merchandise being shown by whole- 
salers and at regional shows. 

One of the largest of the regional 
shows is the Annual Toy, Juvenile 
Wheel Goods Show at the Western 
Merchandise Mart which will open 
on May 21 and run through 24. 


Toy exhibitors in the Mart also 
bear out the fact that many deal- 
ers do their shopping in the West. 
Their estimates range from 50 to 
95 per cent of their dealer cus- 
tomers who never were able to go 
to a national show. 

The show will take place this 
year on the. new toy floor of the 
Mart—the 4th, which has permitted 
room for a larger number of ex- 
hibitors. Jack Jackson is president 
of the sponsoring organization. He 
reports that Sunday visitors will be 
given free refreshments so they can 
look in leisure, unperturbed by a 
salesmen shortage during the day 
in their own stores. 


A special luncheon will be held 
during the show on Wednesday. 
There will be door prizes which 
will include weekend trips to Reno 
and Las Vegas, evenings on the 
town in San Francisco, tickets to 
games of the San Francisco Giants 
and other desirable prizes. 


1960 Toy Business Was Good 


As the Toy Fair opened in New 
York in March, Edward P. Parker, 
president of the Toy Manufacturers 
of the U.S.A., Inc., sponsors of the 
Toy Fair, as spokesman for the in- 
dustry reported that business in 

(Continued on page 33) 


SIX IN ONE PLAYGROUND IDEA is among many new 
design concepts of ''Study in Steel.'' A major move 
made by U. S. Steel to create new frontiers for this 


basic metal. The three curved steel arches are one 
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of the conceptions that are being offered to American 
manufacturers. This can be arranged as shown in both 
pictures or as a roller coaster, an arch for climbing, 
a play bridge, or the framework for either a tent play 
shelter or a wading pool with plastic lining. 
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TOY SECTION 


Separate Toy Section Attracts Sales 


Toys Carried All Year Add Up to $10,000 Gross 
. . Largest Volume of Sales is During 
Christmas, But Smaller Inventory is Sold Through- 
out the Year for Birthday Gift Sales. 


Sales . 


IN SELLING TOYS, the im- 
portant thing is to display them 
in a department all of their own. 

That’s the formula that was 
adopted by the owners of Gray- 
son-Brown Hardware & Furniture, 
Seattle, over ten years ago. It 
has worked out well for them 
ever since. 

At first, they set up their sep- 
arate toy department in an up- 
stairs room. Even though cus- 
tomers had to walk up a full 
flight of steps to reach it, sales 
improved. 

Last Christmas shopping sea- 
son, owners Arthur G. Anderson 


and Henry F. Peterson moved their 
toys to a main floor section for- 
merly occupied by furniture. The 
result was an additional sales in- 
crease over the preceding year. 


The new department occupies 
about the same floor space as the 
old, with about 1000 square feet 
at its disposal. This is adequate 
to display to advantage the wider- 
than-average assortment of toys 
that the store carries. 

Year ‘round, the store carries 
an inventory of no more than 
$2000 worth of toys, and some- 
times less. Biggest demand through- 
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out the year is for birthdays. Items 
in the $1 to $3 price range seem 
to be most satisfactory for this, 
Anderson says. 


About October, the owners build 
up their inventory to $4000 to 
$5000 of toys. From then until 
the end of the year, sales in 
toys gross about $8000. In a 
year’s time, the store sells ap- 
proximately $10,000 in toys at re- 
tail, the owners estimate. They 
feel this is a very satisfactory 
return for a hardware store lo- 
cated, as theirs is, in a minor 
business district of Seattle. 


RAYSON- BROWN Im GRayspy-p 
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SIGNS ADVERTISE new toy department and its location on main floor during 1960 Christmas season. 
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Grayson-Brown Hardware 
& Furniture 
Seattle, Wash. 
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WALL SECTION in toy department has large selection of model airplanes, 
boats and space outfits. Most of these items appeal to boys. 
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GAMES FOR ALL AGES are car- 
ried and displayed in center of toy 
section. After Christmas, most toys 
are bought for birthday presents. 
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TODDLER TOYS and stuffed animals 
are included in this area of toy de- 
partment. Large Christmas Stock is 
ordered in October. 
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Toys In "“Childproof” Fixtures 


Linke Hardware Co. 
Lakewood, Colo. 


EACH CHRISTMAS for the past 
five years, veteran hardware dealer 
Al Linke, of Lakewood, Colorado, 
has finished up the year with no 
more than $2 loss represented by 
toy breakage. And through the en- 
tire year, his Linke Hardware Co., 
shows less than $5 in broken toys, 
and little more than that in pil- 
ferage. This is opposed to $100 
worth of loss from the same 
sources, before he designed and 
built the “childproof” display cases 
for toys. 

This store is one of the largest 
independent hardware dealerships 
in the state. The firm carries toys 
the year around. It has a big, traf- 
fic-building inventory, which at- 
tracts the family-type of customer 
through most of the year. In ad- 
dition, about four out of every five 
customers entering the store has 
at least one small child in tow. 

The steady flow of juvenile traf- 
fic was a nightmare, so far as toys 
were concerned. “Mothers simply 
could not keep a close enough eye 
on their youngsters,’ Linke said, 
“with the result that toys grabbed 
off the shelf by children were likely 
to hit the floor, be stepped upon, or 
broken in the youngster’s hand. 
Not infrequently, parents them- 
selves were responsible for some of 
the breakage. In picking up one toy, 
a careless elbow or coat-tail would 
knock the toys over.” It was a 
serious problem, not only at Christ- 
mastime, but through the year. 
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PILFERAGE AND BREAKAGE LOSSES drove Colorado dealer Al Linke to 
design these '‘childproof'’ fixtures. Glass doors slide open easily for adult 
inspection of merchandise, but are too heavy for average child. 


The “drastic steps” taken includ- 
ed construction of three glassed- 
in display cases. They extend down 
the right side of the main aisle 
of the Linke store. Two of the cases 
are 12 feet long, five feet high, and 
four feet wide. A third shorter 
model, immediately alongside the 
self-service check-stand at the front 
of the store, is six feet long. The 
cases were built by a local carpenter 
at a cost of approximately $600. 
Each is brilliantly lighted within 
by fluorescent lamps. Sliding glass 
panels, almost three feet high, pro- 
tect the merchandise shown with- 
in, from careless hands. The larger 
cases have 12 sliding glass doors, 
while the smaller case has eight. 
The glass doors are simply window 
glass, with a convenient beveled 
hole cut out near the center edge, 
for pulling them back and forth 
with a finger. The doors slide on 
a smooth hardboard stripe at the 
top and bottom. With this combin- 


ation, it isn’t difficult to remove 
any of the toy items, and put them 
back, but because of the friction 
and weight of the glass doors, the 
average tyke cannot budge them. 

The Colorado hardware man in- 
stalled an upper shelf, out of sight. 
During December, the three cases 
display something like $6000 worth 
of toys. At that time, the concealed 
upper shelf acts as a reserve space 
for insecticides, sprays, and other 
spring gardening and seed-planting 
items. 

After the Christmas _ season, 
Linke simply clears out some of the 
shelf section of toys. The mer- 
chandise from above is moved down 
for the seasonal garden display. In 
this way, the cases at all times, 
are doing “double duty.” They in- 
clude the current seasonal items 
and out-of-season, as well. 

The cases are finished in brilliant 
pastel green. Four to six fluorescent 
lamps within the cases are fully 
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visible. Linke feared that the slid- 
ing glass panels might cut down 
on volume. Fortunately, however, 
the odd, attention-arresting ap- 
pearance of the cases made things 
work out the other way—and— 
sales have increased. 

“Everyone automatically notices 
the cases and recognizes that they 
are there for protection of the 
merchandise,” Linke said. “This 
automatically puts parents on their 
guard against breakage of toys and 
other merchandise by children. It 
impresses them with the need for 
handling self-service items care- 
fully. In this way, the breakage 


problem has vanished from the 
picture.” 





May Toys 
(Continued from p. 29) 
1960 was improved. Manufacturer 
shipments rose by 7.6 per cent over 
1959. However the retail sales vol- 
ume increased by only one-half of 1 
per cent in the same period. In 
1959 the estimated volume of re- 
tail sales amounted to $1,608,500,- 
000 while in 1960 it was $1.7 billion 
dollars. 

He stated, “We have just com- 


pleted the most successful year in 
the history of the American toy 


makers. Our manufacturers are 
confident that the impetus of cur- 
rent business as well as the long- 
range factors which have doubled 
toy sales since 1950 will mean a 
continuation of good business. We 
are also encouraged by the prog- 
ress achieved in making toys a 
year-round rather than a strictly 
seasonal business. f 

The toy manufacturers feel that 
the relatively good sales recorded 
last year, during a mild recession, 
entitle them to be optimistic over 
the prospects for the rest of this 
year, when an upturn in business 
is generally expected. 

They also believe that the major 
long-range factors that have ac- 
counted for the industry’s rapid 
growth in the postwar period will 
continue to operate in the period 
ahead. Important among these are 
the high rate of population growth 
and the steady rise in living stand- 
ards, which has stimulated sales of 
the higher-priced items. These 
trends have been aided by the in- 
dustry’s success in turning out an 
ever-growing variety of new, in- 
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genious products and models, par: 
ticularly to meet the increased in- 
terest in science and technology and 
the preschool age children. The 
widespread recognition of toys as 
educational tools for preschool and 
older children and the spreading 
network of retail outlets have also 
broadened markets. 


Imports Causing Concern 


Imports, principally from Japan, 
are causing domestic manufactur- 
ers grave concern. In 1960 imports 
rose by 12 per cent after increas- 
ing by 29 per cent in 1959. Since 
1955 they have doubled as com- 
pared with the growth of 41 per 
cent in domestic industries’ sales 
Because of the considerable inroads 
made by imports in some sectors 
of the trade, the Toy Association 
recently filed a brief with the Tariff 
Commission opposing further re- 
ductions in duties. 

Imports of toys, dolls and games 
into the United States during 1960 
were valued at $42,585,721 by the 
most recent figures provided by the 
Department of Commerce. 

However, it should be borne in 
mind that this valuation of toy im- 
ports for duty purposes is based 
upon the value of goods at port of 
embarkation, such as Hamburg, 
Germany; Yokahoma, Japan; and 
Hong Kong. Importers of these 
toys add approximately 85 per cent 
of the valuation at port of em- 
barkation to cover duty and freight 
on these toys to the port of entry 
in this country. 

Usually the inland freight and 
costs of doing business require an 
additional 25 per cent markup, so 
that these imports entered the 
United States domestic market at 
the wholesale level at the valua- 
tion which amounts to $98,479,- 
431. This compares to total do- 
mestic manufacturers’ sales at the 
same level of distribution of ap- 
proximately $873,392,628. This fig- 
ure does not include ornaments and 
Christmas decorations for either 
imports or domestic manufacturers’ 
sales. 

The toy manufacturers are not 
underestimating the problems faced 
by the industry. They are con- 
vinced, however, that aggressive 
and imaginative merchandising 
that has sparked the industry’s 
growth in the past decade will push 
them to new peaks in the future. 


Speaking of imports, Bicycle In- 
stitute of America, Inc., reported 
that Japanese Bicycle Exporters 
Association has given the assurance 
to the American Bike Industry that 
it will discontinue the use of the 
misleading “BIA Passed” inspec- 
tion stickers attached to Japanese 
component parts entering this 
country effective May, 1961. 

John Auerbach, BIE Executive 
Secretary, pointed out that the 
practice of the Japanese exporters 
was deeply disturbing to the Ameri- 
can trade because the letters “BIA” 
were associated in the United States 
with the domestic industry’s trade 
association. He requested discon- 
tinuance of the use of “BIA,” 


Permanent Toy Exhibit 
Hall Opened 


Toy Manufacturers Association 
opened their permanent exhibit hall 
and public relations offices at 1107 
Broadway on March 7 prior to the 
Toy Fair. If you are a visitor to 
New York you are invited to visit 
the exhibit. It is expected that dis- 
plays will be changed and rotated 
several times a year in order to 
show the greatest number of toys, 
reveal the latest merchandise as it 
becomes available, and to indicate 
that toys are used during all sea- 
sons. 


Many New Disney Toys Expected 

In September Walt Disney will 
make his entry into color TV with 
the “Wonderful World of Color.” 
This will debut on the NBC Net- 
work and is expected to have the 
largest total family audience of 
adults and children in the 1961-62 
season. 

Walt Disney has created a new 
cartoon character especially for 
this series. The new character is 
Ludwig Von Drake, Donald Duck’s 
uncle on his mother’s side. He is 
an absent-minded professor with a 
captivating mid-European accent. 
He will star in at least five of the 
new shows and act as emcee and 
narrator on the others. 

It has been announced that man- 
ufacturers have been licensed to 
produce 24 toys from this new se- 
ries. Toys will include games, 
stuffed toys, puppets, inflatable 
vinyl toys, wind up and other me- 
chanical toys. These toys will be 
offered to dealers later in the year. 
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Use Inquiry Postcard for Further Information About TOY GIFT PRODUCTS 





RED-HEADED ROBOT’S name is 
Yakkity Yob. It has red hair and 
flashing gold tooth. He _ walks, 
squeaks, winks and picks up objects. 
Robot is controlled by moving two 
levers in back.—Eldon Industries 


For Details Circle 140 on INQUIRY CARD 


INFANT’S CHAIR fits on any regu- 
lar-size chair. Inexpensive ‘“Tot-n- 
Doll” corrugated chair has_ safety 
belts. Chair stores flat. Stains and 
spills can be wiped off.—Delano Plas- 
tics & Engineering Co. 

For Details Circle 141 on INQUIRY CARD 


MAGNIFY 1000 TIMES with this 
electric Micro- Projector. Three 
screens, opaque, translucent and 
transparent are used for slides or a 
wall can be used. Instructions in- 
cluded.—Skil-Craft Corp. 


For Details Circle 142 on INQUIRY CARD 
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ROCKING HORSE CLASSIC is now 
included in two versions in line of 
spring action hobby horses. Metal 
rockers and durable hard plastic 
horse are scaled for one to three year 
olds.—Wonder Products Co. 

For Details Circle 143 on INQUIRY CARD 


“JUST LIKE MOTHER’S” is this line 


of pantryware. Aluminum with cop- 
per finish, line includes bread box, 
cooky jar, cake cover and tray, can- 
nister set and measuring cup set.— 
Mirro Aluminum Co. 

For Details Circle 144 on INQUIRY CARD 
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MISSILE-SHAPED KITE is said to 
soar in winds as low as three mph. 
Patented kite comes with winding 
reel, 500 ft. cord, instructions and 
material on aerodynamics.—Lakeside 
Toys Div., Lakeside Industries 

For Details Circle 145 on INQUIRY CARD 


“SUPER SKATES” eliminate all 
straps and clamps. All-metal skates 
are designed for adults and children. 
Spring-loaded skates adjust to any 
footwear, manufacturer’ states. — 
Sekur-All Corp. 

For Details Circle 146 on INQUIRY CARD 


LAWNSWING is part of playgym 
set. Headrail and legs are 2% in. di- 
ameter for strength. Playgym fea- 
tures nine plays with eight-ft. slide 
with guard rails. Other models avail- 
able.-—Channel Master Corp. 

For Details Circle 147 on INQUIRY CARD 


PLAY THE YERTLE GAME based on 
the Dr. Seuss “Yertle the Turtle” 
story. Game has 21 Yertles of plastic 
to be stacked onto tumbler as deter- 
mined by spinner. Any number can 
play.—Revell, Inc. 

For Details Circle 148 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About TOY 


GIFT PRODUCTS 





RUBBER WHEELS are featured on 
indoor and outdoor roller skates. 
Wheels have double ball. bearings and 
rubber cushioned bogey chassis. 
Skates are adjustable for shoes from 
3 to 10.—Chain Bike Corp. 

For Details Circle 149 on INQUIRY CARD 


TOP OF THE LINE is this 41-model 
1961 bicycle Fleetline T-28. Features 
include built-in, twin-vision headlight 
and aerodynamic tank. Spring tor- 
sion front fork smooths out bumps.— 
Murray Ohio Manufacturing Co. 

For Details Circle 150 on INQUIRY CARD 


able in two models. Houses have 
green enameled walls, embossed gable 
roof and aluminum floor. Lightweight 
houses are said to be easy to keep 
clean.—Trio Manufacturing Co. 

For Details Circle 151 on INQUIRY CARD 
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MOSIACS IN COLORS in kit form 
for home hobbyists. Pebblette panels 
are 7 x 17 in. with each color area 
marked for easy application of stones. 
Kit includes all needed items.—Plaque 
Craft, Inc. 

For Details Circle 152 on INQUIRY CARD 


MAN IN THE MOON is this vinyl 
squeeze toy. Impy the Moon Man is 
decorated in bright colors that are 
said to be non-toxic. Toy is 744 x 7 
in. and is washable.—Sun Rubber Co. 
For Details, Circle 153 on INQUIRY CARD 


SOUNDS LIKE A BURRO and even 
blows bubbles. “Bubbling Burro” per- 
forms tricks when handles are press- 
ed. Jaws open, burro sound, eyes roll 
and jet of bubbles all happen. — 
Emenee Industries, Inc. 

For Details Circle 156 on INQUIRY CARD 


PARACHUTE LAUNCHER uses fly- 
ing kite. Britt’s Astronaut Launcher 
is hooked to kite string. When high 
enough, jerk of string releases para- 
chute. Kit has two parachutes. — 
Brittain Products Co., Inc. 

For Details Circle 154 on INQUIRY CARD 


VARIETY OF GAMES is included in 
Travel-Time Game Cards. Four cards 
and marking pencil have reusable 
games and puzzles for kids. Games 
keep youngsters busy on trips. — 
Travel-Time Game Co. 

For Details Circle 155 on INQUIRY CARD 
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FAMILY BOUNCER is this steel 
framed rebound item. Big Bouncer 
has 4 x 8 ft polypropylene bed. Said 
to support 200 Ibs on its 58 springs. 
Bouncer is rugged enough for all the 
family.—Canvas Products Co. 

For Details Circle 157 on INQUIRY CARD 
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MERCHANDISING 
AIDS 


SEND FOR HELPFUL ITEMS BY CIRCLING NUMBER ON CARD ON PAGE 48 


STOP -N-SHOOT demonstrator for 
CO, gas-powered Pellguns. Customers 
can actually test fire guns in store 
safely. Target and backstop included. 
Demonstrator fits two-ft counter.— 
Crosman Arms Co., Inc. 


For Details Circle 170 on INQUIRY CARD 


EASILY SPOTTED from any place 
in the store is this 7'2-ft high mail- 
box post display. .Sturdy base holds 
and shows four different designs in 
3'4-ft-sq space.—Bennett-Ireland Inc. 


For Details Circle 171 on INQUIRY CARD 
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PERKY PACHYDERM balloon card 
holds two-dozen 10¢ and one dozen 
25¢ items. Card can be used as self- 
service standing or as hang-up dis- 
play.—Pioneer Rubber Co. 

For Details Circle 172 on INQUIRY CARD 
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Friction 


RACK DISPLAY PACK of individual 
rolls of friction tape. Bright red, 
white and blue card is designed for 
perforated board use.—American Bilt- 
rite Rubber Co. 


For Details Circle 173 on INQUIRY CARD 


REVOLVING-TOPPER display rack 
holds up to 24 dozen toys and books. 
Five ft high and 31 in. wide, rack is 
made of heavy-gage steel in black 
enamel. Pockets for books in various 
sizes plus eight hanger-type rods for 
bagged items are featured.—Saalfield 
Publishing Co. 
For Details Circle 174 on INQUIRY CARD 


CLEAR-PACKED hardware for track 
and upper guides for sliding doors. 
Extra-heavy, plastic packed items can 
be hung for neat displays.—Engi- 
neered Products Co. 

For Details Circle 175 on INQUIRY CARD 
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FREE HAND TRUCK FLOOR DIS- 
PLAY offered as tie-in with insecti- 
cide premium promotion. Hand truck 
becomes a “roll-about” floor display 
with the addition of six cases of mer- 
chandise on hook-on wire _ shelves. 
Shelves are reusable on perforated 
board racks. Product is shipped in 
colorful cartons that open to provide 
pre-printed display trays. Unique dis- 
play is topped by sign announcing the 
special offer and campaign theme.— 
Shulton, Inc. 
For Details Circle 176 on INQUIRY CARD 


TWO DISPLAYERS are being offered 
as part of an advertising tie-in for 
wash and wax car sponges. A floor- 
stand displayer requiring only 2% ft 
is planned for high traffic aisle loca- 
tions; a wire-rack shelf displayer fea- 
tures maximum visibility for impulse 
sales—Union Carbide Products Co., 
Div. of Union Carbide Corp. 
For Details Circle 177 on INQUIRY CARD 


SELF-LOCKING REEL FOR CHAIN 
STAND will be standard equipment on 
one manufacturer’s product. Heavy 
gauge wire welded to sheet steel hub 
plates, the reel will not break apart if 
dropped and can be sprung to shape 
if bent. A _ self-locking device pre- 
vents slipping and unwinding. Racks 
hold four rows of reels.—S. G. Taylor 
Chain Co., Inc. 
For Details Circle 178 on INQUIRY CARD 


22 AMMUNITION COUNTER DIS- 
PENSER merchandises, displays and 
dispenses up to 4500 pounds of am- 
munition. Design of the unit protects 
bullets from pilferage with Styrene 
plastic. Two-way display permits 
placement on counter corners. Top 





POINT-OF-SALE merchandising rack 
for rust preventive paint. Rustoil 
paint in assorted sizes and colors are 
held in display rack. Each rack has 
colorful metal sign on top which iden- 
tifies product.— Woodhill Chemical Co. 
For Details Circle 179 on INQUIRY CARD 
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provides area for cards which will be 
supplied by company.—Olin Mathie- 
son Chemical Corp. 

For Details Circle 180 on INQUIRY CARD 


CHILD’S T-SHIRT with four color 
illustration of boy toting paint bucket 
and slogan “I’m Daddy’s Paint Part- 
ner” plus paint company’s name can 
be used as premiums or traffic build- 
ers. Manufacturer will furnish ban- 
ners, window displays, newspaper ad 
mats, and radio commercial copy.— 
Martin-Senour Co. 
For Details Circle 181 on INQUIRY CARD 


BLISTER CARD is used to display 
five fly catcher ribbons with thumb 
tacks attached. Card is planned as 
tie-in for national advertising cam- 
paign beginning in June. — Aeroxon 
Products Inc. 

For Details Circle 182 on INQUIRY CARD 


DIE-CUT PUP with electrically op- 
erated flashing eyes and 3-D bone 
tops dehumidifiers. The 35 in. high 
display is easled. Electric flasher unit, 
cord and plug included.—Berns Air 
King Corp. 

For Details Circle 183 on INQUIRY CARD 


COMPACT CHISEL RACK of heavy 
wire is offered free with purchase of a 
dozen steel chisels. Tools in assorted 
sizes are packed in heavy chip board 
boxes with “see-thru” fronts. Push- 
out die-cut tag located at top allows 
display on perforated board or wire 
rack.—Sandvik Steel Ine. 
For Details Circle 185 on INQUIRY CARD 


PRUNING DEPARTMENT is com- 
plete in one sq. ft of counter or floor 
space. Each merchandiser has supply 
of free pruning guides for consumer 
give-away. One No. 119 Snap-Cut 
Pruner included free with unit No. 
974.—Seymour Smith & Sons, Ine. 
For Details Circle 184 on INQUIRY CARD 


PERMANENT METAL SHELVES 
are given free with a nominal pur- 
chase of ironing table pads and covers. 
The attractive fixtures are available 
in an 18 in. deep wall type or a 36 in. 
deep “gondola.” Both have three 
shelves and are four ft. wide and four 
ft. high.—Proctor-Silex Corp. 
For Details Circle 186 on INQUIRY CARD 


SELF-SERVICE BABECUE RACK 
holds six each of 11 chrome plated 
tools on 6 in. pegs. The 35 in. wide by 
25 in. high panel counter is supported 
by a wire easel. Tools included in the 
line are can openers, dinner gongs 
and hot dog roasters.—The Washburn 
Co. 
For Details Circle 187 on INQUIRY CARD 


FREE DIE DISPLAY of sheet steel 
is offered free with each purchase of 
52 die thread sets. The bright red and 
white wall fixture has well-marked 
slots for individually packed pipe die 
sets—The Ridge Tool Co. 

For Details Circle 188 on INQUIRY CARD 


FREE CAR WASH BRUSH RACK 
provides wall display for 7 to 13 
brushes in a foot wide space. The 
heavy wire holder is white coated 
with a light green and dark maroon 
sign.—Master Specialty Co. 

For Details Circle 189 on INQUIRY CARD 


COUNTER TRAY FOR BLISTER 
CARDS holds 12 units of multi-pur- 
pose glue. The two color trays with 
built-in metal rack-type holders are 
designed to be placed or hung next to 
check out stands. After use unit is 
disposable-—The Borden Chemical Co., 
Consumer Products Dept. 
For Details Circle 191 on INQUIRY CARD 
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REPAIR CHART for replacement 
garden and lawn tool handles. Chart 
illustrates, describes and identifies the 
handle and tool which it fits. Chart 
also has simple instructions for re- 
handling tools—True Temper Corp. 
For Details Circle 190 on INQUIRY CARD 
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TOOL ~ HANDLES 


offer 


Selling Advantages 


that mean more 
Turnover and Profit 


1. Priced to move fast with full profit 
margin for you. 


2. Manufactured to give user satis- 
faction. Made of finest second 
growth hickory. 


3. Clearly labeled for quick identi- 
fication by pattern number, name 
and weight tool they fit. 


4. Sales helps to assure that quick 
turnover every aggressive 
dealer demands. Write for free 
copy of handy wall chart C 
illustrated at left. This wall 
chart simplifies selecting 
proper handle for specific tools. 


Send for 
Catalog B 


Sequatchie Handle Works 


Sequatchie, Tenn. 
For Details Circle 11 on INQUIRY CARD 





MERCHANDISING AIDS 


“SALES -MAKER” floor, wall or 
counter easel is supplied without cost 
with the purchase of an assortment 
of six garden sprayers. Tools are 
hung in pairs on a red, white and blue 
lithograph card which was designed 
to allow customers to remove mer- 
chandise for self demonstration.—W. 
D. Hudson Mfg. Co. 
For Details Circle 192 on INQUIRY CARD 


VINYL COVERING DISPENSER oc- 
cupies two square yards of floor space. 
Available in 36 in. and 42 in. widths, 
the fixture protects against damage 
to rolls and provides handy reference 
charts on sales points and prices.— 
Congoleum-Nairn Inc. 
For Details Circle 193 on INQUIRY CARD 


NEW PACKAGE for decorator wall 
plates. Clear vinyl film covers wall 
plate and screws on vacuum packed 
display cards. Containers are hole- 
punched for perforated boards or may 
be stacked in bins.—Bell Electric Co. 
For Details Circle 194 on INQUIRY CARD 


FREE COUNTER DISPLAY is in- 
cluded with a representative assort- 
ment of electric fence insulators. The 
line includes fasteners for every type 
of post. A minimum assortment will 
net $14.00 profit in one turn.—North 
Central Plastics, Inc. 
For Details Circle 195 on INQUIRY CARD 


“READER’S DIGEST” reprints are 
featured in a counter and window dis- 
play for use on negative ion genera- 
tors. A box containing copies of the 
story on ions is a part of its “space- 
age” design.— Roberts Electronics, 
Inc. 
For Detalls Circle 196 on INQUIRY CARD 


ONE UNIT BATTERY DEPART- 
MENT includes all popular types of 
radio batteries plus battery tester. Of 
grained wood and metal with a plastic 
front, it requires only one square foot 
counter space.—Union Carbide Con- 
sumer Products Co. 
For Details Circle 197 on INQUIRY CARD 


FLY SWATTERS in a plastic pail at- 
tract summer impulse sales. Sell the 
free polyethylene pail for a bonus 
profit.— Columbus Plastic Products, 
Inc. 

For Details Circle 198 on INQUIRY CARD 


ACTUAL MODEL range hood plugs 
in anywhere for demonstration. Light 
weight, compact stand takes little 
counter space and is easy to carry.— 
Leigh Building Products Co., Div. of 
Air Control Products, Inc. 

For Details Circle 199 on INQUIRY CARD 


SELF-SELL PLASTIC RACK pro- 
motes impulse sales of pen shaped 
knife. Merchandiser is free with 
order of two dozen.—X-acto, Inc. 

For Details Circle 265 on INQUIRY CARD 
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STORE OPERATIONS 


PORTABLE PRICE MARKER is ca- 
pable of imprinting as many as 150 
pressure-sensitive labels per minute. 
Changes in price can be done in a 
few seconds by simple dial adjust- 
ment. Marker includes automatic 
counter so that precise quantities of 
labels can be imprinted without 
waste.—Avery Label Co. 
For Details Circle 253 on INQUIRY CARD 


GUMMED TAPED SEALING MA- 
CHINE is a low cost unit for tape 
dispensing. Will take tape up to 3” 
in width. It has a feather touch ac- 
tion which allows operator to auto- 
matically measure, moisten and eject 
predetermined lengths of tape.— 
Seal-O-Matic Dispenser Corp. 
For Details Circle 254 on INQUIRY CARD 





GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 


Handy Sets! Bring extra 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory . . . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 


GREENLEE Z/P BIT 
WOOD BORING POWER BIT 


(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 
counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 
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Ask your wholesaler for free metal display panel 
for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 








GREENLEE TOOL CO. 


PTI ENLEE 


For Details Circle 12 on INQUIRY CARD 


If this works, you've got 
yourself a sale! 
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NEW PRODUCTS — Continued From Page 11 





CARBON STEEL and genuine hick- 
ory handles are features of these 
knives. Old Hickory line has over 11 
different knives. Extra heavy blades 
are tempered and hand ground.—On- 
tario Knife Co. 

For Details Circle 115 on INQUIRY CARD 


WEIGHS LESS THAN ONE 
POUND, but can hoist loads up to 
2000 lb. Use for game, boats, etc. 
Mighty Marvel hoist is made of alu- 
minum with nylon cord. Pulley lock 
holds load. Two models available.— 
Cline Mfg. Co. 
For Details Circle 116 on INQUIRY CARD 


RESTORE AND RECOLOR vinyl 
and artificial leather with spray-on 
Mar-Hyde. Vinyl coating is said to 
cover stains and scratches. Sprayed 
material retains original texture and 
dries in 30 minutes.—H. Talbot Co. 
For Details Circle 117 on INQUIRY CARD 
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GAS MINDER for power mowers 
and other small gasoline powered 
equipment tells when gas is low. Gas 
cap has red float in plexi-glass bub- 
ble. Three models fit most tanks.— 
Sturdevant Mfg. Corp. 

For Details Circle 118 on INQUIRY CARD 


CAST IRON reproductions of an- 
tiques and original art objects. Items 
can be used as planters, toothbrush 
holders, etc. Nearly 100 items in 
color, black or white are available.— 
Iron Art Co. 

For Details Circle 119 on INQUIRY CARD 


TOASTER COVER is made of quick- 
cleaning plastic. Rigid cover fits 
average two-slice toaster. Comes in 
off-white peppertone shade of color 
to fit most kitchen decor. — Fedco 
Corp. 

For Details Circle 120 on INQUIRY CARD 


FLUORESCENT CAMPLITE is port- 
able and operates off car battery. 
Plug into cigarette lighter for 40 
hours or more of light. Uses 14- 
watt tube. Overall length is 20 in. 
Has tube shield.—Dynex, Inc. 

For Details Circle 121 on INQUIRY CARD 


FOLDING COTS are made of light- 
weight aluminum. Two models avail- 
able. Both are 27 in. wide x 16 in. 
high and weigh seven lbs. Choice of 
red, blue or green duck covers. — 
Gibson Mfg. Co. 

For Details Circle 122 on INQUIRY CARD 


CORNER PAINT ROLLER is made 
of polyurathane. Sharp bevel helps 
get paint into corners. Ideal for door 
trim and baseboards. Miraclecoater 
said to work in all types of paint.— 
A. G. Jacobus’ Sons, Ine. 

For Details Circle 123 on INQUIRY CARD 
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SCUBA EQUIPMENT for under- 
water fun. Pro line includes Self Con- 
tained Underwater Breathing Ap- 
paratus in five models. Tanks, mask, 
regulators, flippers, etc., included.— 
Rose Aviation, Inc. 

For Details Circle 124 on INQUIRY CARD 


thew 


AERIAL TARGET SHOOTING with 
.22 cal. guns can be done with trap 
units. Either stationary or gun- 
mounted trap releases available. 
Shooter can throw his own traps.— 
O. S. Mossberg & Sons, Inc. 

For Details Circle 125 on INQUIRY CARD 











NO CLAMPS OR CLIPS with this 
Tension-Grip trouser hanger. Use for 
regular or cuffless trousers. Tips are 
plastic-sheathed. Hangers come in 
self-selling box of three for plus 
sales.—Williams Mfg. Co. 

For Details Circle 126 on INQUIRY CARD 
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CORDLESS DRILL operates on 
power cells. Rechargeable cells can 
drill 30,000 1, in. holes. Four lb. drill 
is ready to use anywhere. Will be 
available in September.— Black & 
Decker Mfg. Co. 

For Details Circle 129 on INQUIRY CARD 


BARBECUE OUTFIT for the whole 
family. New line includes table cover, 
bibs, brazier covers, aprons, hats and 
mitts. Apron and chef’s hat are cot- 
ton, other items are plastic—Parvin 
Mfg. Co. 

For Details Circle 133 on INQUIRY CARD 





CARBINE VERSION of model 742, 
with “power-matic” gas-operated ac- 
tion, is shown at top in photo. Three 
calibers available — 280 Remington, 
308 Win. and 30-6. Bottom photo 
shows custom model 725 bolt action, 
center fire rifle known as the “Ko- 


BUILT-IN LOCK is featured on 
“Quick Draw” and “Century” gun 
cases. Lock can’t be lost. Heavy-duty 
fabric is backed by vinyl. Full length 
zipper goes around butt end.—Na- 
tional Sport. Co. 

For Details Circle 135 on INQUIRY CARD 


EXTERIOR SATIN FINISH gives 
wood a clear, semi-luster gloss. Var- 
mor Satin is said to resist wear, 
weather and water. Finish can be 
used on furniture, trim, doors and 
boats. No hand rubbing is necessary. 
Manufacturer states finish will last 
100 per cent longer than conventional 
clear finishes.—Pratt & Lambert, Inc. 
For Details Circle 136 on INQUIRY CARD 


ALL-PURPOSE CLEANER, called 
Mr. L-Bo is being introduced exclu- 
sively to hardware dealers. Product 
will clean kitchens, bathrooms, painted 
surfaces, floors, sinks, walls, dishes, 
tile and almost any other hard sur- 
face. It is a liquid detergent concen- 
trate. Quart retails for $1.25. The 
firm also provides envelope stuffers 
and window banners to dealers free. 
—Moore Chemical Co. 
For Details Circle 138 on INQUIRY CARD 


diak.” Gun is chambered for 375 H 
& H Magnum and 458 Win. Magnum 
cartridges. Said to be ideally suited 
for the world’s largest big game.— 
Remington Arms Co., Inc. 


For Details Circle 134 on INQUIRY CARD 
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FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 


PAINT ADVERTISING and sales 
promotion activities are covered in 
four-page plans brochure from The 
O’Brien Corp. Brochure provides a 
way for dealers to gain maximum re- 
sults from company and national ad- 
vertising by timing and coordinating 
local efforts. Included in brochure 
are suggested schedules for consumer 
advertising, in-store promotion, pub- 
lic relations and volume prospect 
soliciting. 

For Details Circle 200 on INQUIRY CARD 


CATALOG OF BUILDER’S TOOLS 
has 64 pages with illustrations. Cata- 
log pictures and describes over 1000 
machines and hand tools used by 
trowel tradesmen and _ contractors. 
Issued by Goldblatt Tool Co., items 
included in catalog are concrete fin- 
ishing tools and equipment, portable 
masonry saw and other new tools. 

For Details Circle 207 on INQUIRY CARD 


“BOATMAN’S HANDY PAINT- 
ING GUIDE” is a compact but de- 
tailed booklet of the Marine Finishes 
Div. of Benjamin Moore & Co. Pro- 
fusely illustrated, it takes you step- 
by-step from proper surface prepara- 
tion of your boat through choice of 
paint and care of tools. Tips on ap- 
plication and maintenance are also 
included. 

For Details Circle 202 on INQUIRY CARD 


CABINET CATALOG features 
Grote Mfg. Co.’s expanded line of 
bathroom cabinets and accessories, 
wall-hung mirrors and fluorescent 
lighting fixtures. Catalog is Grote’s 
60th anniversary celebration. 

For Details Circle 203 on INQUIRY CARD 


“UNDER THE TABLE” Do-It- 
Yourself folding leg and hinge brack- 
ets are described on catalog sheet. 
From Angelus Consolidated Indus- 
tries, the leg hinge is illustrated and 
includes instructions. 

For Details Circle 204 on INQUIRY CARD 
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AUGER BIT CATALOG from Ir- 
win Auger Bit Co., has full informa- 
tion on Irwin’s Strait-Line products. 
Featured in the catalog is a buying 
guide which is designed to help deal- 
ers order balanced stocks of Irwin 
Auger Bits for improved dollar turn- 
over. Illustrated are product pack- 
ages and display merchandisers for 
in-store use. 

For Details Circle 205 on INQUIRY CARD 


STORM AND SCREENDOOR 
HARDWARE is described in detail 
in catalog from Security Storm Lock 
& Hardware Corp. Catalog features 
replacement units for customers who 
want to modernize old doors with new 
accessories or replace worn parts. 

For Details Circle 206 on INQUIRY CARD 
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ACTION-SKILL GAMES for every- 
body are featured in Carrom Indus- 
tries, Inc. catalog. It features well- 
known Carrom -Crokinole reversible 
game boards that provide 85 to 105 
different game variations. Other 
games included are hockey, basket- 
ball, bowling, billiards and croquet. 

For Details Circle 207 on INQUIRY CARD 


TIME PAYMENT PLAN tells how 
dealers can sell customers water sys- 
tems by Red Jacket Mfg. Co. Pumps 
and wells are included in the plan. 
Time payment plan is said to have 
non-recourse and other features that 
make it simple and easy for dealers 
to use. 

For Details Circle 208 on INQUIRY CARD 


EMERGENCY LIGHTING CATA- 
LOG has eight pages covering Light 
Warden emergency lighting equip- 
ment from Electric Cord Co. Catalog 
provides operating data and prices on 
buying of fully automatic, battery- 
operated emergency lighting fixtures. 

For Details Circle 209 on INQUIRY CARD 


CP MEANS POWER for all gaso- 
line engines. Winslow Engineering 
and Mfg. Co., makers of CP, Condi- 
tioned Power, offers this brochure. 
Three types of CP are available—oil, 
automatic transmission and _ fuel. 
Gives uses and includes testimonial 
letters. 

For Details Circle 210 on INQUIRY CARD 


“101 RUST STOPPING TIPS” is a 
helpful booklet for home owners from 
Rust-Oleum Corp. Booklet contains 36 
pages with many illustrations how to 
stop rust in and around the home. It 
tells exactly what rust is and how it 
is caused. 

For Details Circle 211 on INQUIRY CARD 


DISPLAY AND DEALS BUL- 
LETIN offers four incentives for deal- 
ers on ornamental iron railings, and 
other items from Versa Products Co. 
Brochure describes and _ illustrates 
available free floor displays for the 
company’s products. 

For Detaus Circle 212 on INQUIRY CARD 


“YOUR HOME BEAUTIFUL,” is 
new home decorating book of 44 pages 
from Glidden Co. Designed for con- 


HARDWARE WORLD 





FREE LITERATURE 





sumer use, the home decorating idea 
book is also designed to stimulate 
paint sales. 

More than 60 brilliant interior color 
schemes plus illustrated sections and 
painting tips and kind of products to 
be used are included in this full color 
book. 


For Details Circle 213 on INQUIRY CARD 


SWIMMING POOL CATALOG cov- 
ers accessories for splasher pools and 
family swimming pools. From Pool- 
master, Inc., the catalog shows “Wal- 
rus” line swimming pool accessories. 
Catalog can be used as a sales manual 
for sales personnel to become familiar 
with the company’s products. 

For Details Circle 214 on INQUIRY CARD 


“CHANNEL MASTER’S WUN- 
NERFUL WORLD OF KIDS” is an 
illustrated catalog of playgym equip- 
ment. The 16-page catalog has draw- 
ings by well-known children’s artist 
Susan Pearl. The colorful catalog 
features Channel Master Corp.’s line 
of 11 playgym models in wide price 
range. 

For Details Circle 215 on INQUIRY CARD 


QUALATEX BALLOON CATA- 
LOG includes price lists for retailers 
and wholesalers. Published by the Pi- 
oneer Rubber Co., the full color cata- 
log pages make selection of balloon 
items simple. All necessary informa- 
tion is included in the 24 colorful 
pages. 

For Details Circle 216 on INQUIRY CARD 


THREE P & C TOOL DISPLAYS 
are covered in three new brochures 
from P & C Tool Co. Brochures con- 
tain detailed information on “Satellite 
200,” “Jet 350,” and “Rocket 150” 
tool merchandisers. Information in- 
cludes tool listings, sizes and amount 
of floor space required. 

For Details Circle 217 on INQUIRY CARD 


GETTING YOUR SHARE OF THE 
STAPLE BUSINESS is explained in 
large three-color brochure. Arrow 
Fastener Co., Inc., tells you how to 
cash in on the readymade business of 
staples and staple guns. Additional 
catalog sheets and price list are 
available 

For Details Circle 218 on INQUIRY CARD 


CATALOG OF PAINT BRUSHES 
from the Adam’s Brush Mfg. Co., Inc. 
Catalog contains complete data on 
more than 175 varieties of brushes 
for home owners and professional 
painters. 

For Details Circle 219 on INQUIRY CARD 


COSCO JUVENILE PRODUCTS 
are fully illustrated in 12-page cata- 
log. Items included in the catalog are 
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baby cribs, playpens, high chairs, 
strollers and walkers. 
For Details Circle 220 on INQUIRY CARD 


VISES AND THEIR USES is a 
colorful and handy pamphlet on Wil- 
ton Tool Mfg. Co., Inc. Descriptions 
and dimensions are given for ma- 
chinists’ vises, combination pipe vises 
and several others. Pamphlet has 
place for dealer imprint. 

For Details Circle 221 on INQUIRY CARD 


SUBURBIA LINE of outdoor prod- 
ucts, decorative mail box posts and 
personalized signs are described and 
illustrated in two color folder pre- 
pared by Bennett-Ireland, Inc. Folder 
can be imprinted with dealer’s name. 

For Details Circle 222 on INQUIRY CARD 


“NEW LIGHT, MORE LIGHT,” a 
booklet describing a new line of High 
Efficiency flourescent lamps from 
Westinghouse Electric Corp. Four- 
page booklet in two colors gives tech- 
nical data and easy ideas of the new 
lamps. 

For Details Circle 223 on INQUIRY CARD 


PORTABLE AIR COOLERS are il- 
lustrated in full color brochure from 
McGraw-Edison. Travelaire line is 
made by Metalaire Products Div. 
Are available in table and mobile 
models. 

For Details Circle 224 on INQUIRY CARD 


BOATING ACCESSORIES CATA- 
LOG from Brinktun, Inc. describes 
and illustrates marine products. In- 
cluded are outboard motor carrier 
and stands, deck chairs, boarding lad- 
ders, and other accessories. 

For Details Circle 225 on INQUIRY CARD 


TOOL MERCHANDISE BULLE- 
TIN has four pages published by 
Vichek Tool Co. Contents include de- 
tailed descriptions of 15 tool sets that 
are included in display assortments. 

For Details Circle 226 on INQUIRY CARD 








But boss, all | did was show her this plumber's 
snake 


“SEAL UP AND SAVE” folders 
offered to dealers free by DAP, Inc. 
Pocket-size folder tells handymen 
where and how to use DAP products 
to close up cracks, holes, etc. Prod- 
ucts covered include caulking com- 
pounds, glazing compounds, spackling 
compounds, putty and other sealers. 

For Details Circle 227 on INQUIRY CARD 


JALOUSIE STRIP HARDWARE 
catalog sheet describes and shows line 
drawings of installation methods for 
the “Z” bar type. Stanley Building 
Specialties Div., The Stanley Works 
has prepared the sheet to encourage 
use of product in home remodeling 
and low-cost construction projects. 

For Details Circle 237 on INQUIRY CARD 


FISHING LURE CATALOG from 
Lou J. Eppinger Mfg. Co. has 10, two- 
color pages. Two additional catalog 
pages are enclosed. First section lists 
prices for window displays and 
counter cards. Second section intro- 
duces the new “catchmore fish feeder.” 

For Details Circle 238 on INQUIRY CARD 


SKIL AND SKILSAW POWER 
TOOLS catalog has 68 pages with 
over 200 illustrations of power saws, 
drills, and their accessories. Informa- 
tion on features and specifications for 
over 100 items is given in book pub- 
lished by Skil Corp. 

For Details Circle 239 on INQUIRY CARD 


BICYCLE CATALOG has 12 color- 
ful pages of three dozen two-wheelers. 
Book gives specifications and com- 
plete description of these bicycles 
produced by the Murray Mfg. Co. 

For Details Circle 162 on INQUIRY CARD 


CHILDREN’S TOY CATALOG fea- 
turing 14 illustrated pages of fall and 
Christmas items is offered by Blazon, 
Inc. Among items listed are an elec- 
tric swing, child’s rickshaw and a 
“pedal car” for toddlers. 

For Details Circle 164 on INQUIRY CARD 


SAALFIELD LEADING ASSORT- 
MENTS catalog is a well-illustrated 
12-page catalog listing over 500 items 
in children’s books and games. Saal- 
field Publishing ..Co. produces the 
games and books. 

For Details Circle 165 on INQUIRY CARD 


SILENT SALESMEN CATALOG 
describes merchandising aids for 
Champion DeArment Tool Co. prod- 
ucts sold under the Channellock name. 

For Details Circle 250 on INQUIRY CARD 


ENDURA LITECRAFT CATALOG 
is two-color, 16-page booklet intro- 
ducing a line of lighting fixtures by 
the Litecraft Mfg. Co. Booklet gives 
specifications and dimensions for each 
model. 

For Details Circle 251 on INQUIRY CARD 
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BOOKS—For Sale and Resale 


BLUE BOOK OF GUN DEALING, 
published by Williams Gun Sight Co. 
Price, $2. Dealer price for one to six 
copies, $1.50; seven or more copies, 
$1.20 each. 

This 1961 “Blue Book” edition gives 
the dealer the current list price and 
trade-in price of more than 900 guns. 
Included is practically every Ameri- 
ean and foreign rifle and pistol being 
made. The book also covers trade-in 
prices of popular rifle scopes. 

In addition, there are articles on 
shooting promotion, how to fit the gun, 
how to make trading profitable and 
other subjects. 

For Details, Circle 240 on INQUIRY CARD 


ANGLERS DIGEST, 72 pages, 81 
illustrations with many in full color, 
published by South Bend Tackle Co., 
Inc. Retails at 25¢. 

Over 30 feature articles have been 
carefully edited for greatest reader 
interest for the amateur and experi- 
enced angler. Included are fish identi- 
fication, record catches, spinning, spin 
casting, bait casting, fly casting and 
many other informative items. The 
digest also includes a number of how- 
to-do-it articles from fish recipes to 
knot tying. 

For Details, Circle 241 on INQUIRY CARD 

GUIDE TO WESTERN RESER- 
VOIRS, published by the Commis- 
sioner of Reclamation, Department of 
the Interior. Price, 15¢. Folder can 





STOCK AND PROMOTE 


the PROFIT LINE s$$ 
IN SPRAYERS AND DUSTERS 





Funnel Top 
Compressed 
Air Sprayer 








Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC. 


Stressing Quality, 
Modern Desio™: 


Open Head 
Compressed 
Air Sprayer 


All Brass 
Continuous 
Hand Sprayer 


Finger-Contro] 
ose Sprayer 


Pistol Grip 
Handy Hose 
Sprayer 


New Crystal Duster 


BATAVIA, N. Y. 
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be obtained from any Bureau of 
Reclamation field office or from the 
Commissioner of Reclamation, Wash- 
ington 25, D. C. 

The folder lists 158 storage reser- 
voirs or man-made lakes built by the 
Bureau of Reclamation in the 17 
Western States. 


HOW TO CHOOSE AND USE 
POWER TOOLS, by R. J. DeCristo- 
fora, size 6% x 9% in., fully illus- 
trated, published by Arco Publishing 
Co., Ine. Retails at $2.50. 

Book is an excellent reference for 
the workshop enthusiast. All im- 
portant and necessary information 
about power tools is gathered into 
this easy-to-understand manual. 

Included in the book are stationary 
tools which are described along with 
instructions for each tool. A special 
section on multi-purpose tools is in- 
cluded. Portable power tools are also 
covered. 

For Details, Circle 244 on INQUIRY CARD 


THE GOLDEN GUIDE TO LAWNS, 
TREES AND SHRUBS, edited by 
John Strohm, published by Golden 
Press Inc. Retails for $1. 

Practical guide is easy to use for 
creating and maintaining outdoor and 
indoor gardens, lawns, trees and 
shrubs all year. 

Available for dealers are two self- 
shipping, self-display, three-color 
counter packs. One display holds 18 
copies, another standing display holds 
96 copies. Both displays take the 
Golden Garden Guide which was pub- 
lished last spring. 

For Details, Circle 245 on INQUIRY CARD 


IDEAS FOR ENTRYWAYS AND 
FRONT GARDENS, a Sunset Book, 
80 pages, 200 illustrations, published 
by Lane Book Co. Retails at $1.50. 

Book is full of ideas for entryways, 
plantings, screens, entrance patios, 
steps, walks and pathways. Sugges- 
tions are included for lighting, orna- 
mental touches, planning or improv- 
ing driveways and parking areas. 

For Details, Circle 247 on INQUIRY CARD 





We don't demonstrate lawn 
sprinklers, young man! 
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N EWS FOR WESTERNERS 


NEMA Holds First Meet in West 


Chris J. Witting, Pittsburgh, Pa., vice presi- 
dent of Westinghouse Electric Corp., will key- 
note the Western Conference of the National 
Electrical Manufacturers Association with an 
address. The June 8-9 Conference will be held 
at the Biltmore Hotel, Los Angeles. 

It is the first to be held west of Chicago by 
the nation’s largest trade organization for 
electrical manufacturers. It will be under the 
direction of co-chairmen A. Arval Morris, Ana- 
heim, Calif., president of Electra Motors, Inc., 
and Raymond M. Waggoner, Emeryville, Calif., 
vice president—West Coast, Hubbard and Co. 


Westerners to Attend Hardware School 


More Westerners have planned to attend the 
7th Annual Architectural Institute than previous 
courses, according to George Merrill, A. H. C., 
executive director and coordinator of the Amer- 
ican Society of Architectural Hardware Con- 
sultants. 

The Institute will be held at Ohio State Uni- 
versity, June 11-17. Of particular interest is 
the management course which is offered in ad- 
dition to the basic, intermediate and advanced 
courses. 

Any Westerners interested in further infor- 
mation should write to Merrill at ASAHC, 220 
E St., Santa Rosa, Calif. 


Banner to Build New Building 


Banner Distributing Co., Denver, is now build- 
ing a new warehouse at 4801 E. 48th Ave. 

It will be a one story all-concrete structure 
and will provide 50,000 square feet of space. 

The building is expected to be opened the 
first part of July. This will be concurrent with 
their celebration of the 20th year of operation. 


MAY 1961 


Banner is a corporation composed of fathers 
and sons, Harry and Norman Levy; and Max 
and Edward Lackner. Sales manager is John 
Anderson. 


Show for Billings Hardware 


Billings Hardware Co., has scheduled its 5th 
annual Housewares and Gift Show for July 28- 
30, 1961. 

The Montana wholesaler will welcome dealers 
from Montana and Wyoming attending the show 
which is to be held at the Shrine Auditorium in 
Billings. 


COMMITTEE PLANS L.A. GIFT SHOW BREAKFAST 


COLLECTION COMMITTEE OF ONE is “Josephine” who collects a 
coin from Dave Caro, George Borgfeldt Corp. Sub-committee met 
to discuss plans for Buyer-Exhibit Breaktast, California Gift Show, to 
be held July 25. Admiring "Josephine's’ coin collecting are Mrs. 
Margaret Foskett, Bullock's, Downtown; and chairman Bob Snoddy 
(second from right), Bob Snoddy Co. Organ grinder provides mood 
music. The 53rd California Gift Show will be held in Los Angeles 
July 23-27. 
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ALASKAN WOMAN AT PUMP SCHOOL 





FROM THE YUKON came the first 
woman to attend Gould Pumps, Inc., 
water system training school. She is 
Mrs. Josephine Vanconia, office man- 
ager of Yukon Supply Co., Fairbanks, 
Alaska. She was also the first Alas- 
kan distributor sales person to at- 
tend. School was held at the Seneca 
Falls, N. Y. factory. 





Luxo Appoints Rubin 
Western Manager 

Luxo Lamp Corp., Port Chester, 
N. Y., announced the appointment 
of Robert Rubin as manager of the 
Western Division of the Luxo Lamp 
Corp. 

Rubin, successor to the late Mil- 
ton E. Begen, has been associated 
with Luxo’s Eastern Division for 
the past four years. He previously 
worked with Begen on the West 
Coast. 


Neodane Appoints Schmidt 


Don Schmidt, manufacturers’ 
representative, has been appointed 
Northern California distributor for 
the Neodane Co., Torrance, Calif. 

Schmidt, of 865 Tulane St., Moun- 
tain View, Calif., will handle the 
Hari Kari line of fly bait cakes and 
insecticides for the firm. He was 
associated for the past 13 years, 
with the wholesale hardware in- 
dustry in Northern California. 


NEWS 


Fuller Joins S. L. Hardware 


Richard L. Fuller has been nam- 
ed manager of steel sales for the 
Salt Lake Hardware Co., Salt Lake 
City, Utah. H. W. Russell, indus- 
trial sales manager for the region- 
al distribution firm, made the an- 
nouncement. 

For the last 21 years Fuller has 
been buyer and steel sales manager 
for Structural Steel and Forge Co. 
In his new responsibilities, he will 
handle steel sales for the hardware 
firm in metropolitan Salt Lake City. 


McCulloch Promotes Fishback 


Clyde Fishback has been appoint- 
ed factory representative for Me- 
Culloch Corp., Los Angeles. He will 
handle the territory of Alaska, 
Washington, Idaho and Montana. 
He will work with dealers and dis- 
tributors of power chain saws and 
accessory tools. Fishback was pre- 
viously a McCulloch field service 
representative. 





Spring Preview Show Held by J. B. 


The two-day Spring Housewares 
Preview Show held by J. B. Sherr 
Co., San Francisco wholesaler, 
found dealers for the most part 
in a buying mood. The event took 
place at the Western Merchandise 
Mart in San Francisco, April 9-10. 

J. B. Falk, Sherr sales manager, 
noted that business was brisk from 


DEALERS AND REPRESENTATIVES 
had a chance to ¢hat at the J. B. 
Sherr Spring Show. 


the 9 a.m. opening on Sunday April 
9. Some 80 exhibitors were on hand 
to greet the hardware dealers. 
Special show features were avail- 
able to dealers along with brand 
new products that were being shown 
for the first time on the West Coast. 
Many of these items came direct 
from the Chicago housewares show. 


"AND I'LL TAKE ONE OF THOSE." 
Another order written at the show 
held at the Merchandise Mart. 


Sherr 


Dealers and exhibitors enjoyed 
buffet lunches on Sunday and Mon- 
day and dinner Monday evening at 
the Merchandise Mart provided by 
Sherr. 

According to Falk, Sherr’s Fall 
Housewares Show will be scheduled 
some time in September, 1961. 


REPRESENTATIVE POINTS out the 
best features of his line to one of 
the many dealers attending. 
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CRESCENT DISPLAYMOBILE TOURS WES 
ttt eel Gabnadase ina 


ist 


TOOL SALESMEN inspect Displaymobile trucks at Crescent Tool Co.'s Jamestown, N. Y., 
factory. Vehicles simulate a modern hardware store's tool department. Air conditioned truck 
covered California and New Mexico during February. During March, displays were seen by 
Utah, Idaho, Washington and Idaho hardwaremen. 


Stanley-Judd 
Names 
Western 
Manager 


Lee Turcoft 


Lee Turcott has been appointed 
Western regional manager for Stan- 
ley-Judd, Wallingford, Conn. He 
will make his headquarters at the 
Stanley sales office, Crocker Indus- 
trial Park, South San Francisco, 
Calif. He succeeds Guy De Luna 
who has retired after 27 years 
service with the company. 

Turcott was a sales representa- 
tive for Gould-Merserau, Co., New 
York City drapery hardware firm, 
for four years. He was formerly as- 
sociated with the H. L. Judd Co. 








This muscle builder is just what we want 
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Ekco VP heads Washington 
Steel Products Co. 


Don Burns, vice president of 
Ekco Products Co., has taken over 
the presidency of the Washington 
Steel Products, Inc., Tacoma, Wash. 
He succeeds H. E. Anderson who 
resigned the post. 

Burns will also retain his duties 
as vice president and general man- 
ager of the Ekco Industrial and 
Builder Div. Washington Steel 
Products Co., is a wholly-owned 
subsidiary of Ekco. 

The new general manager of 
Washington Steel will be Sherwood 
Simpson. Fritz Haines, a vice presi- 
dent of the company, becomes sales 
manager replacing James Picha 
who also resigned. 


BVI Makes Sales Changes 


Fred Leher, former Chicago 
area sales representative, has re- 
joined the sales staff of Burgess 
Vibro-crafters, Inc., Grayslake, Ill. 
He will take over the Los Angeles 
territory. Frank de Neveu, former 
representative in Los Angeles, has 
been transferred to San Francisco. 

Both Leher and de Neveu repre- 
sent the company’s consumer prod- 
ucts division handling trade sales 
to department stores and distribu- 
tors. 


Borden Promotes Hanson 


Ray T. Hanson, formerly general 
sales manager of the Western Op- 
erations Department of Borden 
Chemical Co., has been promoted to 
vice president of the new Western 
Operations Division, Seattle, Wash. 














JOIN 
THE 30 YEARS PARADE 





aleng the Sreeway... 
ts Profits! 


STOCK UP ON FREEWAY.BROOMS 


FREEWAY all purpose brooms 
are sweeping more and more 
patios, barbecue areas and side- 
walks in the West... 

With its DURATEX< plastic fibres 
that pick up dirt by magnetic ac- 
tion, the FREEWAY is rapidly 
becoming the West’s leading broom 
... iS impervious to commonly used 
petroleum and caustic products... 
will outlast conventional brooms 
three to one... 


EXCELLENT FOR INDUSTRIAL 
AND FARM USE ALSO 


ead 


Give your customers a TREAT —stock 
up on FREEWAY all purpose brooms 


AMERICAN 
[2 | rust BROOM CO. 


114 Fern Street 
San Francisco » ORdway 3-889) 
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TURNBUCKLES 





SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast * 

selling sizes and styles. Attractive 14” 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed. 
Open stock Eye Bolts in 8 thread sizes. 





U-BOLTS 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 


Tieubachtes, Inc 
bee EYE BOLTS 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


LCKALE. Die. 
“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


June 2-9 


June 11-17 


June 25-29 


July 9-13 


July 10-14 


July 17-21 


July 23-25 


July 23-27 


July 28-30 


August 6-9 


August 13-15 


Aug. 20-23 


Aug. 27-29 


August 27-30 


Sept. 3-7 


Sept. 24-26 


PACIFIC COAST HOME BUILDERS ASSOCIATION, 
Sheraton-Palace Hotel, San Francisco, Calif. (Rodney 
Radom, 350 Post St., San Francisco, Calif.) 


ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio (George P. Merrill, 
American Society of Architectural Hardware Consultants, 
220 E. St., Santa Rosa, Calif.) 


ASSOCIATED POT & KETTLE CLUBS UF AMERICA 
CONVENTION, Hotel Gearhart, Ore. (Arnie Ekleblad, 
805 N. W. Glisan, Portland.) 


62nd ANNUAL CONGRESS OF THE NATIONAL RE- 
TAIL HARDWARE ASSOCIATION, Denver Hilton, 
Denver, Colo. (Neal Suppiger, National Retail Hardware 
Assoc., 964 N. Pennsylvania St., Indianapolis, Ind.) 


NATIONAL HOUSEWARES EXHIBIT, McCormick 
Place, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, III.) 


WESTERN SUMMER MARKET, Merchandise Mart, 
San Francisco, Calif. (Henry Adams, Merchandise Mart, 
1355 Market St., San Francisco, Calif.) 


Ist GREAT WESTERN HOUSEWARES SHOW, Los 
Angeles Memorial Sports Arena, Los Angeles (Paul 
White, 20th Century Inc., Suite 224, Statler Hilton, Los 
Angeles.) 


58rd CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles (Trade Shows Ltd., 3510 Council St. Los Angeles). 


BILLINGS HARDWARE COMPANY HOUSEWARES 
AND GIFT SHOW, Shrine Auditorium, Billings, Mont. 
(Ralph R. Johnson, Billings Hardware, 510 N. Broadway, 
Billings, Mont.) 


SAN FRANCISCO CHINA, GLASS, GIFT, JEWELRY, 
TOY, STATIONERY & HOUSEWARES SHOW, Brooks 
Hall, Sheraton-Palace, St. Francis, Sir Francis Drake, 
Merchandise Mart, San Francisco (Kay Leber, Western 
Exhibitors, Inc., 1855 Market St., San Francisco.) 


PORTLAND GIFT SHOW, Memorial Coliseum and Plaza 
Hotel, Portland (Kay Leber, Western Exhibitors, Inc., 
1355 Market St., San Francisco.) 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels and Terminal Sales 
Bldg., Seattle (Kay Leber, Western Exhibitors, Inc., 1355 
Market St., San Francisco). 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane (Kay 
Leber, Western Exhibitors, Inc., 1855 Market St., San 
Francisco). 


34th DENVER GIFT & JEWELRY SHOW, Albany Hotel, 
Denver, Colo. (Reed H. Hixson, Trade Shows, Ltd., 3510 
Council St., Los Angeles.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif.) 


PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Trade Shows Ltd., 3510 Council St., 
Los Angeles, Calif.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WCRLD Service 


Bureau. 
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Two U.S. Steel Offices 
Consolidated in Denver 


Two U. S. Steel Corp. sales of- 
fices in Denver have been consoli- 
dated to streamline marketing op- 
erations in Colorado and nearby 
states. 

Announcement of the consolida- 
tion was made by E. A. Murray, 
vice-president of sales for Ameri- 
can Steel & Wire Division, and 
Ralph W. Seely, who holds the 
same position for Columbia-Geneva 
Steel division at San Francisco. 

Columbia-Geneva Steel’s Denver 
sales district will handle the mar- 
keting of American Steel and Wire 
products throughout Colorado, Wy- 
oming, Montana, New Mexico, the 
western portions of South Dakota 
and Nebraska and El Paso, Texas. 

Resident sales offices will con- 
tinue at Great Falls, Mont., Casper, 
Wyo., and Albuquerque, N. M. 
AS&W’s Denver warehouse at 3201 
Walnut St., will continue to serve 
as Rocky Mountain distribution 
point for wire rope and electrical 
cable. 

The wire division’s local sales 
office was established in Denver 
over 25 years ago and has included 
a sales and service staff headed by 
John E. McGrath, sales manager. 
All of these persons will be con- 
tinued on the rolls of one U.S. 
Steel sales marketing unit or the 
other. 

G. W. Searles, who was trans- 
ferred to Denver in 1959, will 
continue to serve as manager of 
the expanded Denver sales district 
for Columbia-Geneva Steel in the 
First National Bank Building. 





Careful. Those are 
hungry teeth 





York, Pa. 


West Burlington, lowa 


Complete 
CAMPBELL 


CHAIN plants 
cover the 
country... 


to give you faster 
service and delivery! 





PENNSYLVANIA 
IOWA 
CALIFORNIA 


Yes, Campbell Chain has com- 
plete manufacturing facilities all 
across the country—in the East, 
the Mid-West and the Far West. 
This means money-saving, time- 
saving convenience for local 
industrial, commercial and auto- 
motive buyers—without the 
problems of delay in shipment. 
Backing up these three factories 
are Campbell warehouses with 
full stocks of all chain types 
and grades. It’s a coast-to-coast 
network that assures the service 
and delivery you want—and need! 


CAMPBELL CHAIN 
COMPANY 


3 FACTORIES: York, Pa.; West 
Burlington, lowa; Union City, Calif. 


WAREHOUSES: Medford, Mass.; 
Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; 
Portland, Ore.; Seattle, Wash.; Los 
Angeles, Calif. 
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Holt Makes Executive Changes 


Harold H. 
Sheldon 

Harold R. Wiltermood has been 
named president of Holt Manu- 
facturing Co., Oakland, maker of 
floor maintenance machines. He 
was formerly executive vice-presi- 
dent. 

Harold H. Sheldon, who joined 
the firm in 1953 as vice-president 
of sales, has been appointed ex- 
ecutive vice-president. 

W. E. Holt, founder and president 
since 1924, moves up to chairman of 
the board, and continues as presi- 
dent of Holt Manufacturing Co. of 
Florida at Tampa, and chairman 
of the board of Holt Manufacturing 
Co. of New Jersey at Newark. 


Harold R. 
Wiltermood 


Baker Buys Bremerton Store 


Don W. Baker has purchased 
Todd’s Hardware Store, 312 N. 
Callow Ave., Bremerton, Wash. 
Charles C. White, former owner of 
the store, also owns Todd’s Hard- 
ware on Pacific Ave. 

Baker has been manager of the 
Pacific Ave. store for the past 15 
years. His wife, Garnet, and their 
son, Donald, Jr. will assist him in 
the new venture. The store will be 
renamed the Baker Hardware Co. 

Charles C. White has announced 
that management of his Pacific Ave. 
store will be taken over by Foster 
Searls, formerly of the Callow Ave. 
store. 


CF&I Appoints H. B. Smith 


Harry B. Smith has been ap- 
pointed assistant to the sales man- 
ager in Colorado Fuel & Iron’s 
Realock Fence department. His 
headquarters will be in the cor- 
poration’s Wickwire Building, Buf- 
falo, N. Y. Smith was serving as 
eastern regional manager at the 
time of his appointment. 





PROFIT 
LINE 


#101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


One of the fabulous 
Turnover Twins!* 


Contains Forged Wood 
Chisels ® Lr .nens 
Long Nose Diagonal 
Cutting Pliers @ Files ¢ 
Utility Knife @ Tack 
Puller @ Screwdriver 
Set ¢ Chrome Alloy 
Adjustable Wrenches. 
Top Quality Tools, 
Unconditionally 
Guaranteed. 


ORDER TODAY! 
* With #100 Screwdriver Asst. 








Assmt #101 


(FULLER| TOOL Co., INC. 





» 3522 Webster Avenue, New York 67 


( Master Tool Makers and Merchandisers 
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Owatonna Appoints 


Ralph W. Gordon F. 
Long Packer 


Ralph W. Long, Arcadia, Calif., 
and Gordon F. Packer, Orange, 
Calif., have been appointed divi- 
sion district sales managers for 
Owatonna Tool Co., Owatonna, 
Minn. 

Long will cover North Los Ange- 
les and the counties of Monterey, 
Kings, Tulare and Inyo in Cali- 
fornia. He will also have Clark 
County, Nevada. Long was pre- 
viously with Black & Decker 
Mfg. Co. 

Packer’s territory includes south 
Los Angeles and Southern Cali- 
fornia. He will also handle sales in 
Arizona. Packer was formerly with 
Brown & Sharpe Mfg. Co. 


Alaskan Agent for Moody 


Robert Renkert has been appoint- 
ed as sales representative in the 
state of Alaska by Moody Machine 
Products, Inc. of Providence, R. I. 
Renkert will carry the complete 
line of Moody Kit Tiny Tools for 
sale to all markets in this state. 
He will headquarter in Anchorage, 
Alaska. 


CAFARCHIA WINS SALES AWARD 


SALESMAN OF THE YEAR award for porta- 
ble appliances was presented fo Arthur J. 
Cafarchia (right), special products salesman 
for Westinghouse Electric Supply Co., Los 
Angeles. Offering him congratulations is C. 
M. Conrey, district specialties sales manager 
for WESCO. The award was presented to 
Catarchia on recommendation of dealer-mem- 
bers of the Electric League of Southern Cali- 
fornia. 
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Millions of Women Are Buying REPUBLIC’S Goodell makes a dollar 


FREEZE] v TSS. do more thanadollar’s 


i 
More Freezer Bags a KEES | works There's no magtCase 
Per Package! St ay 7 no twisted wordS a a aag 
ee it just plain old New England 
tsiiiiodie Mieth BL. Feb.” “horse sense’m Goodell simply 


= -service Island 
isplay now for prof- 


i RE Warp He Se uses Small Town economys the 
omen Bi Same “ Tha P a latest in equipment plus the 
wea aie Reg ee Bag §=6highest quality materials avail- 
order without Tacks Siccrm FMM Wa 


Reales using 190) ge oe er §=©6aDlem Hundreds of Hardware 
$5.—Wt. 100 lbs. RO es Me YF, 
Drop Shipped P. P. 


Ce ee ae «=©6buyers are profiting by these 
Store Size, DS-61. ae“ 

Retails for $391.29. Wet factse You should toom 

Wr. 200 Ibs. Drop . atin — 

Shipped P 


ORDER 
NOW! 


© 1961 = Y 
REPUBLIC MOLDING CORPORATION cnicaco 31, wuNoIs 
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THE NEW BALL BEARING 
GLASS CUTTER 


OFFERS AN ADDITIONAL 


BONUS 


Here is an exciting new glass cutter with many exclu- 
sive features. The wheel revolves on a sphere resulting 
in a smoother dependable cut. The professional will 
appreciate the sensitive response to variable pressure 
which is essential for intricate pattern cutting. Like 
all FLETCHER cutters, the wheel is Lubricone impinged”. 





ATTRACTIVELY CARDED ' 
FLETCHER Ball Bearing glass cutters come to you in a Here’s proof! Tool (as shown) with black, 


plastic pocket caddy with an oil pad to protect and lubri- shatterproof plastic handle guaranteed not 
cate the wheel. The cutter and caddy are mounted on a 


FOUR COLOR display card designed to attract attention to dissolve when cleaned with acetone or 
from a distance. A wire display rack is available to paint remover. 59¢ Sug. list— 

dealers at no cost with a purchase of two dozen cutters. 
Ask your jobber salesman about this attraction. 


Write for new full line catalog. COMPARE GOODELL QUALITY . . . VALUE! 


*Lubricone Impinged which aids lubrication for the 


aie, Ut aon ak ae Write for Free Sample on your letterhead to- 


day and ask about our Discount Schedule. 
THE FLETCHER-TERRY CO. 
BRISTOL, CONNECTICUT OODELL COMPANY 


CANADA: JOS. TAYLOR & SON, 217 KING ST. E., TORONTO ANTRIM, NEW HAMPSHIRE 


EXPORT: 111 WALL ST., NEW YORK, N. Y. 
For Details Circle 19 on INQUIRY CARD For Details Circle 20 on INQUIRY CARD 
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Announcing... 
The First Annual 


HARDWARE PACKAGING EXPOSITION 


Sponsored by the 


Hardware Packaging Committee of Packaging Institute 
to be held during 
The National Hardware Show, McCormick Place, Chicago, Ill. 
October 2nd to 6th, 1961 


ELIGIBILITY... 


Any manufacturer is eligible whose products are 
distributed through retail outlets. 


AWARDS... 


Awards to be made for best packaging in 
various product classifications. 


ENTRY BLANKS AVAILABLE FROM: 
Hardware Packaging Committee 
C/y Packaging Institute 
342 Madison Ave., N.Y. 17, N.Y. 
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= ONE DEPENDABLE SOURCE 


Red Devil Selects 
Archibald & Millie 





John W. Ralph L. , : : ne 
Archibald Millie ‘ 1 ts = 


Red Devil Tools, Union, New Jer- 
sey, announced the appointment of 
Archibald and Millie, 1863 Wazee 
St., Denver, Colo., as representa- 
tives in the Rocky Mountain States 
area, including El Paso, Texas. 

Red Devil Tools are manufactur- 
ers of painters’ and glaziers’ tools, 
paint conditioning machinery, and 
floor polishers. 


Moore Chemical Names Agents 


Three Western representatives 
have been appointed to handle sales 
for Moore Chemical Co., Tucson, 

Ariz. 

Jim Butler, Butler Associates, | From lightweight sliding doors for barns and machinery sheds to ex- 
1379 Folsom St., San Francisco, 
will cover Northern California and 
Northern Nevada. 

Harold J. Smith, O. C. Callery, | is “job-rated” to offer years of dependable service and trouble-free 
Inc., Pasadena, Calif., has been as- | operation. Now is the time to check-through your R-W Catalog “ware- 
signed the Southern California ter- | house” of “profit-plus” hardware specialties. Stock-up now with the 
ritory. 

Bobb Ladd of Bobb Ladd Associ- 
ates, Scottsdale, Ariz., will handle 
the Southwest aree. Catalogs include everything from airplane hangar door hardware to 

The representatives will be re- vanishing door hardware . . . its your direct line to “extra profits.” 
sponsible for sales of Moore chemi- 
cal lines including Cooler-Oma and | Trucks on all 


‘ a R-W Hangers are 
L-Bo cleaning products. Q ® cadmium plated 


at no extra 

charge . . . pro- 

. tects against rust 

Sy a oe ; Eee : and corrosion... 


gull ) a PS | 

pI Su > = a a Anal Track available in wide 

aa a MAIL Boxes sg Track and hanger aprons finished in Gray H variety of types and 

, ee Enamel specifically formulated for R-W to pro- Pm oe to meet specific 
4 || . vide maximum resistance to rust and weather. j job requirements. 


tremely large industrial sliding doors R-W offers a track and hanger 
combination designed to meet your customers exact requirements. Each 


many fast-moving standard items and keep in mind the many specialties 
that you will want to order on customer request. Remember your R-W 





1] 
| 


Heavy-duty construction used throughout R-W Hangers available to 
Hangers . . . available with roller or ball | carry doors of very light 
bearings . . . most offer both vertical and weight to doors weigh- 
lateral adjustments plus many other impor- ing over one ton. 

tant features. 


wiewiv em [=] Richards-Wilcox 


plete information . .. 





request your free copy | MANUFACTURING COMPANY 
of Catalog No. A-400. A HANGER FOR ANY DOOR THAT SLIDES 


2323 W. Third St. 850 So. Van Ness Ave. 1160 Fairview No. 
: c d } Los Angeles 57, Calif. San Francisco 10, Calif. Seattle 9, Washington 
If this keeps up we'll have to sell it for used. | Phone Dunkirk 8-6173 Phone Mission 8-6700 Phone Main 2-3650 
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NEWS 


Heads 
Rockwell 
Western Sales 


B. E. Coon 


B. E. Coon has been named West- 
ern sales manager for Rockwell 
Mfg. Co. 

Coon will be responsible for field 
sales west of the Mississippi River. 
He will handle sales of both Porter- 
Cable and Delta power tools. Coon 
joined Rockwell in 1952. He was 
formerly Delta sales manager. 


Arps Joins Budrow 


Rolfe R. Arps has joined Budrow 
& Co., wholesaler, Los Angeles, as 
a salesman. His territory covers 
the Lancaster, Palmdale, Burbank, 
Glendale, and Pasadena (Calif.) 
area. 

For the past 14 years, Arps was 
a salesman for the Frankfurth 
Hardware Co., Milwaukee, Wis. 


now 4 


Fuller Appoints Brown 


L. R. Brown of Sacramento has 
been appointed to head the new 
Valley sales district of W. P. Ful- 
ler & Co. Announcement was made 
by Central region manager, John 
M. Fuller. 

The new sales territory brings 
together the former Sacramento 
and Fresno branches of the firm. 
Brown, formerly Sacramento dis- 
trict manager, will be in charge 
of the enlarged territory with the 
title of Valley manager, paint and 
glass sales. District headquarters 
will be in Sacramento. 


Sylvania Promotes Morse 

Donald L. Morse has been ap- 
pointed district sales manager, 
Denver, Colo., for Sylvania Home 
Electronics Corp. 

Morse succeeds Edward G. Die- 
trich who has been transferred 
to the Pittsburgh district. The 
Denver district includes all dis- 
tribution in Colorado, Utah, Kan- 
sas and Oklahoma. 


PRODUCTS HAVE 


EARNED THE GOOD HOUSEKEEPING SEAL 


the seal that influences the buying decisions of 40,930,000 WOMEN! 


wi OR REFUND 
scot Or > 


Guaranteed by @ 
Good Housekeeping 


iy 
N07 4s Aoverristo THE 


PL LAST 1c 
ALUMINUS 


<< x 

Gi + 

* Guaranteed by * 

Good Housekeeping 
Sry 


= 
POPULAR 


ORDER FROM YOUR 
JOBBER, OR WRITE 


MECHANICS LiFELe o 


What better proof of quality! Insist 
on the original — do not accept 
imitations. DURO-PLASTIC ‘‘fix-it’ 
products are backed by consistent 
advertising in Good Housekeeping 
Life, Popular Mechanics and Popular 
Science Monthly magazines. Stock 
these presold items now! 


The only 
“mother-in-law 
approved” 
fix-it line. 
There's gold in this guaranty. Stock 
and sell DURO-PLASTIC fix-it prod- 


ucts ... the highest quality, most 
complete and fastest selling fix-it 


tHE WOODHILL CHEMICAL CORPORATION 


1390 East 34th Street 


Cleveland 14, Ohio | 


For Details Circle plies on INQUIRY CARD 
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California 
Gift Show 
Vice Chairman 


W. (Wally) E. 


Suva 


W. (Wally) E. Suva, china and 
glass buyer, Frederick & Nelson, 
Seattle department store, has been 
named vice chairman of the Califor- 
nia Gift Show. The 53rd _ show, 
sponsored by Trade Shows Ltd., 
will be held in Los Angeles, July 
23-27. 


Suva has been a long-time mem- 
ber of the Gift Show committee 
which regulates policies for the 
event. He is also a past president 
of the Associated Pot & Kettle 
Clubs of America. 


NW Firm Licensed by SBA 


The Small Business Administra- 
tion has licensed Northwest Busi- 
ness Investment Corp., Farmers & 
Merchants Bank Building, Rock- 
ford, Wash., under its program to 
provide long-term loans and equity 
financing to small businesses. 


J. E. Hall, owner of a logging 
company, is president of Northwest 
Business Investment. A. V. Klaue, 
a lumber sales company executive, 
is vice president. Gene W. Akers, 
official of Farmers & Merchants 
Bank in Rockford, is secretary- 
treasurer. 


SHADE & FRUIT 
\ eon + 


| sa A 2 CHAIN 





io 
ge callin 


What's 








the matter? Aren't these trees here 
for demonstration? 
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Janney Best Joins Valspar 


Sale and distribution of Janney 
Best Paints will be perpetuated 
through a newly formed Janney 
Best Paints division of The Val- 
spar Corp. which recently merged 
with Rockcote Paint Co., Rockford, 
Ill. 

The paint line had been a major 
department at Janney, Semple, 
Hill & Co., Hopkins, Minn., which 
discontinued operation early this 
year. Rockcote had been a sup- 
plier for many years. 

Clarence W. Kelly, former man- 
ager of the Janney Paint division, 
will serve as sales director for 
the new organization. 


Kelly and Eames will head- 
quarter in Minneapolis, Minn., at 
9719 Girard Ave., So. Western 
warehouse stocks will be main- 
tained in Denver, Phoenix, and 
Portland. 


Western Firms Licensed By SBA 


The Small Business Administra- 
tion announced recently two more 
Western firms have been licensed 
as small business investment com- 
panies. 

The Oregon Small Business In- 
vestment Co., 661 High St., N.E., 
Salem, will start with initial funds 
of $305,000. 

Capital Assistance Corp., 301 
Broadway, San Francisco, has been 
licensed with capital of $304,500. 

Each investment company plans 
to supply equity capital and long- 
term loan funds to diversified small 
businesses. 
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peg YTHING FOR YOUR DOG CAT BIRD 
CAT anoD0G | E i wa ft 


COLLARS |! 


CHAIN E LEATHER | t} 


LEASHES. Nh é <e)Y / 
iN Ae 


al 











Would you mind trying this one on? You're 
about Fido's size. 
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Dominion Promotes Two 


J. H. Miner has been appointed 
vice-president and general sales 
manager, and Howard E. Bosh has 
been named assistant sales manager 
of Dominion Electric Corp., Mans- 
field, O. Miner has been with the 
firm since 1946. Bosh joined Dom- 
inion in 1947. 


Sparton Appoints Idaho Man 


H. D. Severson of Bayview, Ida- 
ho, has been appointed sales repre- 
sentative for Sparton Automotive, 
division of Sparton Corp., Jackson, 
Mich. Severson will cover Utah and 
Montana for the firm’s line of au- 
tomotive and marine accessories. 


Bostitch Buys Calwire 

Calwire Products Inc., and Cal- 
nail, Inc., its selling organization, 
were purchased by Bostitch, Inc., 
according to Emmet G. Gardner, 
Bostitch president. Calwire is lo- 
cated in Visalia, Calif. The firm 
manufactures heavy-duty stapling 
and nailing equipment. 


Carse Heads Clayton Mark Sales 


James B. Carse has been named 
general sales manager for Clayton 
Mark & Co., Evanston, Ill., manu- 
facturer of water well supplies and 
water systems. Carse formerly was 
director of market development for 
Rust-Oleum Corp., Evanston. 





No. 420 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 


‘round usefulness. 


That's why it will pay you to put the Channellock No. 420 plier 


out front for your customers to see...’ 


‘heft’’... buy. You'll 


be profitably pleased how many times they'll tell you 
to “wrap it up’’. Let us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


It’s easier to 





4 


NA 


stock just ONE line of pliers 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. 
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These Western Dealers are Keeping Up to Date 


News About New Stores, Modernized 
Stores and Aggressive Merchandis- 


CALIFORNIA 
New Store Has Artist Supplies 


South Shore Hardware and 
Paints opened recently at Western 
and 25th Sts., Palo Verdes Estates, 
Calif. 

The store is owned by airline 
captain Arthur de Fabray and will 
be managed by Herman Otto. 

Artist supplies is one of the 
featured lines the store will car- 
ry. Full lines of housewares, gar- 
den equipment, electrical and 
plumbing supplies are also included. 


Azusa Store Features 
Auto Supplies 


Angels Supply, 777 W. Foothill 
Blvd., Azusa, Calif., opened recent- 
ly. The new store has 50,000 sq. 
ft of space. All kinds of automobile 
supplies is one of the many depart- 
ments. Lumber, hardware, electri- 
cal and plumbing supplies are car- 
ried in other departments. 


Murray Hardware Move Triples 
Floor Space 


Murray’s Hardware, Millbrae, 
Calif., after 14 years at 310 Broad- 
way, has moved to new quarters 
in the former Purity store, Broad- 
way and Hillcrest. 

Owner Joseph J. Murray says the 
move will more than triple the 
amount of floor space for the firm. 
This will allow expansion of all de- 
partments, particularly the gift sec- 
tion, gardening, paint and house- 
hold hardware. 

A rear entrance has been de- 
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ing Programs 


signed to take advantage of the off- 
street parking area nearby. Also 
being planned is a canopied area to 
house a garden and nursery center. 


Burchell Hardware Plans July 1 
Opening for $250,000 Store 


Ken Dempsey, president and gen- 
eral manager of Burchell Hardware 
Co., Marysville, Calif., announced 
July 1, as the tentative opening 
date for their new store. 

The 12,800 square foot hardware 
store will carry a complete line of 
hardware, household supplies, 
sporting goods, gift items, and 
power tools. 

Manager Dempsey says the store 
is one of the largest of its kind in 
California and represents an in- 
vestment of more than $250,000. 


Lawson Bros. Opens New Store 


Lawson Bros. Hardware, Oak- 
land, recently opened a new store 
at 5318 Foothill Blvd. Owner is 
Bob Lawson. He is assisted by his 
son, Dick. 

The firm was formerly located at 
5809 Bond St. Their new address 
was previously occupied by Fairfax 
Hardware. 


Tioga Opens New Store 


Tioga Lumber, Merced, Calif., 
held its grand opening with door 
prizes and refreshments for vis- 
itors. 

The store’s lumber yard and 
hardware operations have both 
been moved to the new location at 
2386 G St. 


Jack Noonan’s Hardware 
Plans Unique Store 


Jack Noonan, formerly manager 
of Noonan’s Hardware, announced 
that plans are complete for a new 
building with unique design for his 
new Jack Noonan’s Hardware. 

The building will be located at 
1333 Fourth St., Santa Monica, and 
will introduce a new idea in sales 
display. Its three separate depart- 
ments, hardware, housewares, and 
gifts, will occupy more than 10,000 
square feet. 

The housewares department will 
offer a ‘‘free accessorizing service.” 
Other features will be a bath shop, 
party shop, china section, and a 
complete line of hardware. 


New Store for Simi 


Foreman Hardware and Gift 
Store opened for business last 
April. The firm occupies 25x75 ft 
in the new Foreman-Turner Build- 
ing, Simi, Calif. Owner and op- 
erator of the store is W. F. Fore- 
man, who is also owner of the new 
building. 

The entrance will face on the 
west side of the Los Angeles Ave- 
nue and Duncan address. 


New Hardware for Novato 


Joseph W. Wright, owner of 
Wright and Son Sheet Metal Works 
of Mill Valley last month opened 
a new hardware store in Novato, 
Calif. The store occupies a newly 
constructed frame building at 1305 
Grant Ave. 
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Free Houseplants Given at 
First Anniversary Sale 


SunRay Hardware, Chatsworth, 
Calif., marked its first anniversary 
in April. The store, located in the 
North Hills shopping area, cele- 
brated by having a special sale. 
The first 500 customers attending 
the event were presented with free 
houseplants. 

According to store manager Herb 
Eigenfield, much of the store’s suc- 
cess can be attributed to their com- 
plete line of goods and liberal cred- 
it program. 

Fifteen departments, including 
one specializing in paints and ac- 
cessories for home owners, make 
SunRay the largest hardware in 
the North Valley. 


OREGON 
Molalla Hardware Adds Garden 
Equipment Area 


Molalla Hardware, Molalla, Ore., 


is adding a 14 x 16 ft. division to 
be used for display of tractor and 
garden equipment. The addition 
will be a lean-to type with a ce- 
ment floor, roof and surrounded 
by a fence. An access door al- 
lows entry into store. 


New Owners Plan to Remodel Store 


Sherwood Hardware & Furniture 
Co., Sherwood, Ore., was sold re- 
cently to Gene Smith and Max 
Clark. The store was formerly 
owned by Mr. and Mrs. John 
Adams. The new owners plan to 
remodel the store and restock with 
new merchandise. 

Complete lines of hardware, home 
appliances, new and used furni- 
ture, housewares and paint and 
wallpaper will be handled. The store 
will be managed jointly by Smith 
and Mrs. Mary Jean Clark. 





ERNST REMODELS MAIN STORE 


NEW LOOK for Ernst Hardware 


Co.'s four-story downtown store. 





"Bold or Fancy Strokes?” 


MAY 1961 


THE MAIN STORE of Ernst 
Hardware Co. in downtown Seattle 
is being modernized. 

According to E. R. Erickson, as- 
sistant manager in charge of re- 
modeling, the work will be com- 
pleted in May. Included in the 
remodeling plans are conversion of 
the basement, first floor and mez- 
zanine. 

Cost of up-dating the store is 
estimated to be in excess of $300,- 
000. Features for shopping con- 
venience include electrically op- 
erated entrance and exit doors, 
special lighting, air conditioning 
and continuous background music. 

Graham Wills present manager 
of the store will remain. Wills has 
been active in the hardware busi- 
ness for 30 years. Over 26 depart- 
ments will be included in the store. 
Giftwares, greeting cards and auto 
supplies are just a few of the de- 
partments which customers will 
find. Aisles are designed to ac- 
commodate shopping carts. 

Ernst has eight hardware stores 
in the Seattle area. A ninth store 
is under construction in Aurora 
Village Shopping Center. 


It's the talk 
of the trapping trade 


Since its introduction in 1957, the rev- 
olutionary Victor Conibear has be- 
come the “hottest” trap on many 
dealers’ shelves. These dealers are 
getting BIG sales, BIG profits, and 
BIG repeat business. 


Are you cashing in on the high profit 
margin of Victor Conibear traps? If 
not, learn the facts now about this 
amazing trap. 














Victor Conibear #110 has been field- 
tested and approved by professional 
trappers in the U.S. and Canada. 
Specifically designed for muskrat, 
mink, opossum, skunk, weasel, and 
similar size animals, the #110 was 
awarded a “Certificate of Merit” 
from the American Humane Associa- 
tion—the only trap ever so honored! 








Designed exclusively for mink, the 
Victor Conibear #120 guarantees a 
good, clean pelt every time! 

For beaver, otter, and similar size ani- 
mals, the Victor Conibear # 330 is the 
most effective trap ever developed. 


Ask your wholesaler for Victor Coni- 
bear traps. And for the most complete 
line of profit-making leg-hold traps, 
look to Victor, too. Your wholesaler 
will be glad to help you plan a com- 
plete Victor display. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. . Pascagoula, Miss. 


Niagara Falls, Ont 
For Details Circle 24 on INQUIRY CARD 
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Western Hardware 50-Year Club 


A. H. Hawkins 
Retires after 
51 years 


After 51 years in the hardware 
business, A. H. (Bert) Hawkins re- 
tired on April 1. In recognition of 
his career in hardware, Hardware 
World is awarding Hawkins a mem- 
bership in its 50 Year Club. 

Since 1923, Hawkins has been a 
salesman for Dunham, Carrigan & 
Hayden Co., San Francisco. His 
territory was the Monterey County 
area, where he intends to remain 
in retirement. 


Low costesturdy «easy to install 


Hawkins was born in Canada and 
began his hardware career there in 
1910. He came to the United States 
in 1923 and later became a citizen. 

In Canada, Hawkins was employ- 
ed by the following firms: A. M. 
Bell and Co., Halifax, Nova Scotia; 
Ashdown Hardware Co., Winnipeg 
and Calgary; H. R. Godfrey, Van- 
couver, B. C.; and Tisdall’s Ltd., 
Vancouver, B. C. 


Costa Gets 50-Year Awards 


The Estwing Gold Hammer 
award and Hardware World’s West- 
ern Hardware 50-year Award was 
presented to Manuel J. Costa for 
50 years service to the hardware 
industry. Presentation of the Est- 
wing award was made by Ken 
Fortriede, manufacturers’ repre- 


backed by K-V'’s 
guarantee of 
highest quality! 


No. 1175 single-track drawer slide 


A new low-cost single drawer slide that’s superior 
to most double track slides. Recommended for 35 
to 50 Ib. load. Fits any length or width drawer. Bright 
zinc electroplated finish; extra-large Teflon Roll-ezy 


sentative for Estwing Mfg. Co., at 
a ceremony at Baker-Hamilton, 
wholesale hardware, San Francisco. 
M. Lemlow represented Baker- 
Hamilton at the presentation. 

Costa began his career at the 
age of 11 at P. L. Keller Co. hard- 
ware store in Concord, Calif. He 
has been a partner in the firm 
since 1947. He recently sold his 
interest in the business and is now 
retired. 


K. Fortriede M. Costa M. Lemlow 


Low costesturdy «easy to install 


JeY- 01, 4-1¢ Mo) ae A) 
guarantee of 
highest quality! 


No. 1400 ball bearing extension drawer slide 


Recommended for loads to 100 Ibs. Newly improved, 


with Super Oilite Bearings that provide floating ex- 
tension for heavy drawers. Positively eliminates stick- 
ing, jamming, sag or breakdown, even under heaviest 
load at maximum extension. Zinc electroplated finish. 


¥%" clearance needed each side of drawer. Stock 
sizes: 12 to 38 inches. 
KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 
For Details Circle 26 on INQUIRY CARD 


bearings. Standard track length: 225%”. 


KNAPE & VOGT MANUFACTURING CO. 
Grand Rapids, Michigan 
For Details Circle 25 on INQUIRY CARD 


HARDWARE WORLD 





Veteran Gives Advice as He Retires 


IN A REFLECTIVE MOOD is Arthur 
Wall who is retiring from business 
after 50 years in Portland suburban 
area. 


SS UR CRU Cl) 


Membership in the Hard- 
ware World's Western 
Hardware 50-Year Club 


Awarded to 


This Portland Dealer 


AFTER 52 YEARS, Arthur Wall 
of 7881 S. E. 13th Avenue, Port- 
land, is retiring from hardware 
store ownership. 

Still enthusiastic, Wall claims 
he’d be happy to stay in the hard- 
ware game if he were 20 years 
younger. From his experience, he 
has some advice for the industry: 

“T found,” says Wall, “it was 
best to advertise by word of mouth, 
give snappy service, keep a com- 
plete stock, give helpful informa- 
tion, and be willing to pick up any- 





backed by K-V’s 
guarantee of 
highest quality! 


No. 1100 lightweight drawer slide 


Ideal for kitchen and other home cabinets, available 
in standard package complete with screws and easy- 
to-follow instructions. Recommended for loads up to 
50 pounds. Bright, zinc-plate finish. Smooth oper- 
ation for life guaranteed by %” nylon rollers. 4” 
clearance needed each side of drawer. Stock sizes: 


18 to 23 inches. 


KNAPE & VOGT MANUFACTURING CO, 


Grand Rapids, Michigan 
For Details Circle 27 on INQUIRY CARD 


MAY 1961 


thing wanted in my lines.” 

Wall’s hardware experience be- 
gan when the F. H. Wall Hardware 
Store went into the planning stage 
in 1909. In 1910 he and his father 
opened a 25x70 foot store just 50 
feet north of the present store. 
The present location is a two-floor 
building with a space of 50x70 and 
a 30x50 store room. 

Although Wall found that build- 
ing materials and paints were his 
best sellers, he carried regular 

(Continued on page 60) 


Low costesturdy «easy to install 


backed by K-V's 
guarantee of 
highest quality! 


No. 1300 lightweight extension drawer slide 


Recommended for loads up to 50 Ibs. Ball bearing 


nylon rollers guarantee noiseless, smooth, effortless 
operation for life. Will not stick or jam even under 
maximum load at full extension. Zinc electroplated 
finish. 4%” clearance needed each side of drawer. 


stock sizes: 12 to 28 inches. 


KNAPE & VOGT MANUFACTURING CO. 


Grand Rapids, Michigan 
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50 Year Club— (Continued from page 59) 


stock in all hardware including 
wheel goods, sporting goods, house- 
hold paint, glass, fishing tackle, 
garden supplies, and cutlery. 


Wall was born March 22, 1889 
in Brazil, Indiana, and his parents 
brought him West two years later. 





43 Years in Territory 
and Still Selling 


AFTER 43 YEARS a whole- 
salers’ catalog is still being carried 
around the same territory by R. F. 
(Fred) Haack. He joined J. B. 
Scherr Co. just two years ago. 
However, he has been in the hard- 
ware business since 1911. 

For this long association with 
the hardware industry he has been 
awarded membership in HARD- 
WARE WORLD’s Western 50 Year 
Club. 

He started with the W. W. 
Montague Co., who manufactured 
the Eureka stove. He worked with 
the stove company until it was 
sold in 1917 to the Heyman Weil 
Co., housewares wholesalers. In 
1918 he started to call on the trade 
from Sausalito north in Marin, 
Sonoma, Mendocino, Napa and part 
of Solono counties. 


(MARSHALLTOWN 
wy 


MARSHALLTOWN TROWEL COMPANY e 


After several years Heyman 
Weil Co. was sold to M. Seller Co. 
He continued to sell in the same 
territory for M. Seller until they 
closed up two years ago. 


AT THE SPRING HOUSEWARE SHOW, 
sponsored by J. B. Scherr and Co., R. F. Haack 
was honored with the presentation of the 
Western Hardware 50-Year Club membership 


award. It was made for HARDWARE 
WORLD by J. B. Scherr (at left) to Haack 
while J. B. Falk, sales manager, looks on. 


TROWELS 
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Fibreboard Starts New Plant 


Fibreboard Paper Products Corp., 
announced construction of a “mod- 
ern, high speed” asphalt roofing 
plant near Martinez, Calif. 

The plant, which will cost in 
excess of $1,500,000 will replace 
the company’s old, less efficient 
roofing plant at Emeryville, Calif., 
E. W. Carey, Fibreboard president, 
announced. The new facility is ex- 
pected to be in operation by the 
end of the year, producing a full 
line of asphalt shingles and roof- 
ing products. 





Ames and Goodman 
Appointed by Del Mar 
Del Mar Mfg. Co., Gardena, Calif., 
has announced the appointment of 
two sales representatives from Cal- 
ifornia. They are Al Ames of the 
Ames Co., and Martin Goodman. 
According to Lowell Myers, sales 
manager of Del Mar Mfg. Co., the 
Ames Co. will cover Northern Cali- 
fornia and Nevada. Goodman will 
handle Southern California. 


Marshall and Van Court Named 


Marshall and Van Court of Oak- 
land have been appointed as man- 
ufacturers representatives by Ben- 
nett-Ireland Inc., of Norwich, N. Y. 
They will cover Northern Cali- 
fornia and western Nevada. 





MARSHALLTOWN, IOWA 











Hardware and Hobbies — 
a fine “PROFIT - TEAM” 


Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the hobby ~ a 
field is easy for hardware retailers in California, 
Oregon and Washington. You have access to the 
West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise, plus mer- 
chandising aids, and counsel based on 23 years’ 
specialized experience. Write for information, or 
ask to have a representative call on you. 


D N, Mallory @ Distributor of Hobby Supplies 
e e 


Wholesale only 
598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 


Sold by leadin 
Comes in 2 o2., 








Only "A PENNY A PATCH" ... is 
all it costs to use 
TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, canvases 
tents, awnings, tarpaulins, bags, leather goods an 
it can penetrate. i 
nent. Thousands of uses. 

jobbers and dealers everywhere. 
oz. and 16 oz. plastic bottles. Also 


00 =F SAMPLE 
BOTTLE, PRICES AND LITERA- 
" TURE. 


Inexpensive, perma- 


acked from 32 oz. to 


Comes in attractive 3- 
color counter display 
carton. (12 to a pack- 
age). 


VAL-A COMPANY 


YArds 7-9442 
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Wallace Heads Sales at 
Western Metal 

Ralph Wallace has been appoint- 
ed sales manager of Western 
Metal Supply Co., hardware whole- 
salers, San Diego. His appointment 
was announced by Murray Smith, 
president of the firm after the 
resignation of Bart Sutton. 

Wallace first joined Western 
Metal in 1937 and has served as 
a salesman for the firm. 

Sutton, who was sales manager 
for the last eight years, is now 
with Nicholson File Co. 


Color Stylist Aids 
Store Opening 

Grand opening of White’s Paint 
& Hardware was highlighted with 
advice to customers by color stylist 
Harold Hardman. 

Charles White, owner of the In- 
dio, Calif., store, has Claudia 
Wheeler as color consultant in the 
paint department. She will help 
customers select the right color 
schemes and coordinate colors in 
homes. 





Skylights can Highlight 


Peerless Hardware Co. 
Los Angeles, Calif. 


OVERHEAD DISPLAY is not 
too unusual. It can be unusual if 
you have a skylight. Peerless Hard- 
ware Co., Los Angeles, has two 
skylights which are used for dis- 
play purposes. Both skylights have 
a variety of V-belts hanging from 
them. 

The height is not too great that 
the belts cannot be seen. The novel 
displays have helped increase the 
sale of belts. As an extra dividend, 
using the skylights has released 
other space for additional merchan- 
dise. 


WESTERN SALES MEETING FOR SAWYER’S GARDEN PRODUCTS 


CLOSE UP LOOK is given to Garden Genie sprayer one of the products made by Sawyer's, 
Inc., Portland. Western salesmen met with Sawyer marketing staff to discuss future sales pro 
grams. Seated (from left) are: R. Z. Cox, sales manager and Kurt Rathman, salesman. 
Standing (from left) are: Bill Darden, salesman; Charley Van Pelt, advertising and sales 
promotion; W. D. Armstrong, director of advertising and sales promotion; Ed Mayer, sales- 
man; R. King, sales department; D. J. Mayer, sales manager, Garden Products Division; and 


Al Gettman, salesman. 





COMING IN JUNE... 
The Annual Wholesaler Issue which will Include the Western Whole- 
salers Directory and General News and Reports About Wholesalers 


Serving the Hardware Trade 
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SKYLIGHTS are put to clever use 
for display of V-belts 


You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect tor display, easy to 
get at, easy to stuck, easy to sell. 
In 2 |b. balls. Ask your iobber for 
KING COTTON in the SNAP SACK. 


Kine 


OM CORDAGE 
® 


JOHN H. GRAHAM & €O. INC, 


105 OUANE STREET, NEW YORK 8, N. Y, 
For Details Circle 32 on INQUIRY CARD 
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SAMUEL L. JACOFF 


Samuel L. Jacoff, 76, died April 
11, in Great Neck, L. I., New York. 
Jacoff was founder and president 
of Great Neck Saw Mfrs., Inc., and 
president of Buck Bros., Inc., a 
subsidiary, Minneola, L. I., New 
York. He was active in the hard- 
ware field until the time of his 
death. 


He is survived by his widow, 
Sarah. His four sons Richard, Sid- 
ney, Theodore, and Salem will con- 
tinue to operate the Great Neck 
Saw Mfrs., Inc., and its sub- 
sidiaries. 


BERT L. ROBINSON 


Bert L. Robinson, 73, co-owner 
of Bert Robinson’s Hardware, 
Mount Vernon, Wash., died in 
Seattle following an apparent 
heart attack at the wheel of his 
car. 


Robinson was in business with 
his partner Harry Lindbeck, who 


is his son-in-law. Robinson started 
his business in 1920. 

Previously he had opened the 
first Ford sales agency in Mount 
Vernon selling Model T Fords. He 
also operated a blacksmith shop. 

Surviving are his widow Mamie, 
two daughters and a sister. 


MRS. WELCKER ERRETT 


Mrs. Welcker Errett, 68, retired 
assistant treasurer of the Salt 
Lake City Hardware Co., Salt Lake 
City, died April 2 in San Fran- 
cisco, Calif., of causes incident to 
age. She had worked for the Salt 
Lake Hardware Co. for more than 
40 years, starting as a clerk and 
working up to assistant treasurer 
at the time of her retirement 
in 1953. 


SAMUEL E. ZEIENTZ 

Samuel E. Zeientz, 64, director 
of sales, Personal Brush Div., Em- 
pire Brushes, Inc., died April 9. 


Zeientz joined Empire in 1945. 
Prior to this, he was a sales man- 
ager with I. Sekine Co., and in 
his own business, the Maiden Lane 
Wholesale Drug Co., in New York. 

He is survived by a widow, Lil- 
lian. 


THOMAS V. FORSMAN 


Thomas V. Forsman, 53, died in 
Seattle. He was superintendent at 
Schwabacher Hardware Co. He had 
worked there over 20 years. 

Surviving are his widow, Ruth, 
his mother, and a brother. 


LESLIE HOFFMAN 


Leslie (Bud) Hoffman, 48, sales 
manager and treasurer of Dayless 
Mfg. Co., Chicago, died of an ap- 
parent heart attack. He helped 
found Dayless more than 10 years 
ago. 


H. G. SANBORN, JR. 


H. G. Sanborn, Jr., 63, vice presi- 
dent and general manager of 
Worthington Mower Division, Ja- 
cobsen Mfg. Co., died in March. He 
joined Jacobsen in 1948. 


WILHOLD 
BUILDERS 
ADHESIVE 


A STICKY MORTAR 
BONDS WOOD 
TO MASONRY 


SETS BASE + TRIM + PANELS 
THRESHOLDS + FURRING STRIPS 


Without shims, anchors and plugs 


SAVES TIME AND MONEYIEY 
For Details Circle 34 on INQUIRY CARD 





RUILDERS 
ADHESIVE 


WILHOLD 
GLUES INC. 


los Angeles 31, Chicago 44 
1091 





for ropl heoment 
fr do-it-yoursel 


GLEASON WHEEL 


NARROW HUB WHEELS 
FIT MORE APPLICATIONS ... 
MEAN MORE SALES AND PROFITS 


Gleason narrow Hub Wheels, together with 
Gleason Hub Stretcher springs and reducer 
bushings, let you fit virtually all of the more 
Pack Retail Price & ‘e. than 40 hub widths found on wheeled equip- 
ee i } ment in use today. A minimum inventory gives 
$2.49 ‘ you fast turnover and eliminates carrying slow 
moving numbers. Order from your wholesaler. 
- SPECIAL 
—— ask for GLEASON on your wheeled equipment 


GLEASON CORP., 325 N. Plankinton Ave., Milwaukee 2, Wis. 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses ( ) refer 


to Inquiry Card Number which can be 
circled on inquiry card on page 48 


when desiring further information 


about advertisement. 


A 
American Push Broom Co 
O Ames Company Back Cover 
Animal Trap Co of America ..... 57 
Atlas Tack Corp 


Campbell Chain Co 

Champion DeArment Tool Co .... 55 
R E Chapin Mfg Works Inc 44 
The Colorado Fuel & Iron Corp.. 4 


F 
The Fletcher-Terry Co. 
Fuller Tool Co 


Gleason Corp 
Goodell Co 


Holt Manufacturing Co 


I 
The Irving Auger Bit Co 


K 
Knape & Vogt Mfg Co 


D N Mallory 
Marshalltown Trowel Co 
Robert E Miller & Co Inc 


Mirro Aluminum Co ....Third Cover 


N 


National Manufacturing Co 
Second Cover 


Peters Cartridge Div Remington 
Arms Co 


Remington Arms Co Peters 
Cartridge Div , 15 

Republic Molding Corp ......... 51 

Richards-Wilcox Mfg Co ........ 53 


S 
Sequatchie Handle Works ....... 38 


Southern Screw Co 


Turnbuckles Inc 
Tubbs Cordage Co. 


U 
United States Steel Products 
Div U S Steel Corp ........ 1: 


Val-A Company 
Vaughan & Bushnell Mfg Co .... 


Warp Bros (1) Front Cover 
Wells Manufacturing Corp 
Wilhold Glues, Inc 


The Woodhill Chemical Corp 
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There’s just one 
reason why more 
stores sell Atlas 
Tacks, Nails and 
Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four 
reasons why they 
make better profits 
with Atlas: 


1. Better displays 
2. Better packages 
hy Complete line 


“FASTER 
TURNOVER 

















Five to seven turns per year is the 
rule — not the exception — when 
stores display their most popular 
Atlas items in these proven self- 
service displays. At 15¢ for a full 
2 oz. box, customers get up to 
100% more merchandise and you 
get 65% to 100% more profit. No 
strain...less work...more money. 


Fast, Regular eT 
Service / 

Monthly Carload (ATLAS) 
Shipments F 


D> 
‘ous ee 


Atlas 2 


ee KENTUCKY 
resented in the West by: 
Hughson rep Merton - Los Angeles, California 
Hughson & Merton-San Francisco, California 
J. E. Michener and Son - Seattle, Washington 
J. Lester Barlow - Salt Lake City, Utah 
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“SUPER” HARDWARE STORES! 
11 Big Departments 


A proven plan of modern merchan- 
dising in the hardlines field. Every- 
thing for the Home, Car, Ranch & 
Recreation. Exclusively franchised 
by COAST-TO-COAST STORES. 
America’s largest voluntary hard- 
ware chain. We invite you to join 
885 other independently owned 
COAST-TO-COAST STORES in 22 
states. 

You own your own business & we 
furnish all of the advantages of a 
chain store operation. 


Locations selected 
* Store layout 





San Francisco 3, California. 





Announcements in this section are inserted at the rate of twenty cents 
per word, including address or box number, with a minimum charge of 
$5.00 per issue, payable in advance. Send copy to 1355 Market Street, 





ITIES 


Planned openings 

Prepared advertising 

Merchandising assistance 

Accounting 

Sales training 
* Management counsel 
Carefully selected locations now avail- 
able in California and Pacific North- 
west. 
No previous retail experience neces- 
sary. Investment of $20,000.00 and 
up depending on location & size. 
Write for our free brochure “An 
invitation to Your Success in Inde- 
pendent Retailing.” No obligation! 

COAST-TO-COAST STORES 

Central Org. Inc. West Coast Div. 
Box 4200, Portland 8, Oregon. Phone 
CA 17-6421. 


RETAIL HARDWARE—BAY AREA 
$20,000 complete. For details, write 
Box A-978, care HARDWARE 
WORLD, 1355 Market St., San 
Francisco 3, Calif. 





LAYOUT SHEET .. . Graph lay- 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 





Berenson Plans Open House 

Hardware dealers from Oregon 
and Washington will be attending 
Berenson Hardware Co.’s Annual 
Open House in Portland, June 11- 
12: 

The two-day show will be held 
in the hardware wholesaler’s of- 
fice and warehouse at 1435 N. W. 
Northrup. Manufacturers’ repre 
sentatives will be on hand with 
their displays to show dealers new 


products and answer questions. 


Furniture Rest — Pintle Type 


Rubber 
Crutch Tip 


al, 


Monopoint Glide 





Bakelite Furniture Rest 











Bakelite Caster Cup 
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For attending dealers, coffee 
and pastries will be served plus 


EXHIBITS like this from last year are typical 
of Berenson's show to come. Milton Reiter, 
Fab Spray, shows product fo Mr. and Mrs. 
Hill, Hill Builders Supply, Longview, Wash. 


RUBBER CUSHION GLIDES 


Wonderful for all wood \ <9 
and metal furniture. 
Glide softly, si 
smoothly. Set of 


PROMPT SHIPMENT 


oe 
Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 


35 Pearl S+.. New York 4. N. Y. 
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a buffet luncheon. Door prizes will 
also be awarded. 


JUICE CATCHER is being shown by Jim 
Glandon, Mirro Aluminum Co. (at right) to 
Rex Crandall (left), Berenson salesman; and 
Ken McQuestion, Uptown Hardware, Portland. 


Rubber txpander 
Tubular Glide 





1%", 1¥e"s 
Yas %”, => 


Yo at 





Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Thumb Tack Spring Type 
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Six sensational big-demand specials. Each piece 
spotlighted with a special-price label that will make 
window and counter displays pay their way, 
in traffic and turnover. Back these Mid-Year 
Moneymakers with solid stock-on-hand! 


Du 
Cast 9) 





pena 
CEO 
MIRRO ALUMINUM COMPANY, MANITOWOC, wis. #94" 
Fifth Ave. Bldg., New York 10 * Merchandise Mart, Chicago 54 


World's Largest Manufacturer of Aluminum Cooking Utensils THE FINEST ALUMINUM BUY FROM YOUR 
MIRRO JOBBER 
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Ames; 
ROTO -EDGER 


U.S. Pat. N&. 2,660,854 


TRIMS YARDS 





“Yor Offer Your Customers 
More for their Money with Ames 


WW cies the extra weight in the head for longer life and easier trimming. 


No. 10 
Standard 


Check the exclusive shift lever on #30 that adjusts cutting blade for 
maximum efficiency. 


cect the sharper blade for cutting. Turn the wheel of an Ames Roto- 
Edger and listen to the quality shearing sound. 


Check the fact that Ames Roto-Edgers are reversible — can be used 
in either direction. Saves steps and time. 


AND FOR YOU 66%% MARKUP—FULL 40% PROFIT! 


. : CASUAL FURNITURE 
Why not stock AMES — the complete line? : METAL HOUSEWARES 


Sine, 
AMES : GARDEN TOOLS 


1774 : SHOVELS 
O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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